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Dwelling Packages 
Early Next Year 


Lange Reports Much 
Progress, Tells Background 
At First MIC Meeting 


NEW YORK—At the first annual 
meeting of the executive committee of 
Multi-Peril Insur- 
ance Conference 
here, Roland H. 
Lange, vice-presi- 
dent Hartford Fire 
and chairman of 
the committee, re- 
ported remarkable 
progress in over- 
coming the obsta- 
cles and divergent 
viewpoints and 
said it is reason- 
able to hope that 
the new dwelling 
package policies, replacing the home- 
owners and comprehensive dwelling 
policies, will be released by early 1958. 
3 In his report Mr. Lange went into 
the background of the consolidation 
of Multiple Peril Insurance Rating 
Organization and Interbureau Insur- 
ance Advisory Group. MPIC, the suc- 
cessor organization, is an advisory or- 
ganization—not a rating bureau. It 
will make its recommendations to the 
established rating bureaus and all seg- 
ments of the business, including rat- 
ing bureaus and independent compa- 
nies, are represented on its executive 
committee and working committees. 


Explaining the scope of MPIC, Mr. 
(CONTINUED ON PAGE 40) 
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Cash President At 
Baltimore Annual 


Maryland Assn. of Insurance 
Agents at the annual meeting in Balti- 
more this week 
elected Truman 
B. Cash, West- 
minster, presi- 
dent. He succeeds 
Robert J. Thome, 





Baltimore, who 
was elected 
chairman. H. H. 
McFarlin, River- 
dale, was named 
state national di- 
rector; Joseph C. 
Truman B. Cash Hlavin, Balti- 
more, executive 


vice-president; George M. Dallas, Sal- 
isbury, secretary, and James H. Gorg- 
es, Baltimore, treasurer. 

A charter member of Maryland as- 
sociation, which is celebrating its 21st 
year, Mr. Cash was the first treasurer. 
He has been in the business since 
1925. 


Among the speakers was William S. 
Chandler, vice-president of Phoenix of 
Hartford, who discussed “Costs and 
Competition.” The luncheon speaker 
was Leffert Holz, insurance superin- 
tendent of New York, who spoke on 
the regulation of the business in that 
state. 

Mr. Chandler touched on three ma- 
jor points: Rising costs of operation, 
cut-price competition, and agency 
service vs profits. 

Present high costs of labor have 
created a profit squeeze for - every 
business man, he said, including local 
independent agents, More and more 
agents, therefore, are re-examining 
their operations in search for hidden 
profit leaks. 

Before attempting to assess the ef- 
fect of rising costs on net profit, he 
said, an agent should first determine 
in detail actual sales and office ex- 
penses for at least 2 years past, and 
analyze these carefully. This is a basic 
but essential step that must be taken 
before it can be determined where ex- 
penses should be tightened or ex- 
panded. 


Some agents have increased their 
profits from 1% to 5% after estab- 
lishing a budget system and subse- 
quently modernizing office procedures 
and equipment, he said. In some cases 
mechanization of the office has made 
the agency a more profitable venture. 

“If you are not getting a satisfac- 
tory net profit from your agency and 
feel that your costs are too high and 
your profit too low, I recommend that 
you give your office system and sell- 
ing procedures a good ‘physical’,” he 
said. Improvement in collection meth- 
ods and record management alone will 
often lower expenses and allow more 
time for production. 

Moving to cut-price competition, 
Mr. Chandler said that agents today 
are faced with more kinds of compe- 
tition and chief among them are other 
stock company agents—especially the 

(CONTINUED ON PAGE 17) 


Executive Committee 
Of NAIC Meets 


The underwriting plight of the in- 
surers was retold last week at Chicago 
for the benefit of the executive com- 
mittee of National Assn. of Insurance 
Commissioners. Most of the story was 
old and was presented in the form of 
resolutions adopted by Zone 6 at its 
meeting in Seattle, but additions and 
editorial changes were offered by Felix 
Hargrett of Home and J. R. Barry of 
Corroon & Reynolds. The Zone 6 sug- 
gestions were passed on to the rates 
and rating organizations committee for 
action at the December meeting. Paul 
Hammel of Nevada, executive commit- 
tee chairman, presided. 


There was a packed house to hear 
whatever might turn up before the 
commissioners, but the only significant 
item was missed by the industry peo- 
ple entirely, being brought to attention 
by the commissioners when they pro- 
duced a resolution in their executive 
session taking exception to certain 
parts of the prepared statement read 
to the whole meeting by Mr. Hargrett 
in behalf of Inter-Regional Insurance 
Conference. In a description of the 
rating developments at IRIC, it was 
noted that in Washington the five-year 
term rule has been abolished, and the 
statement said: “This action was made 
possible by Commissioner Sullivan’s 
assurance that deviations therefrom 
would be resisted. IRIC has approved 
the principle of limiting the policy to 
three years in every jurisdiction where 
similar assurances are extended by in- 
surance departments. The conference 
has instructed its term rule committee 
to determine, by appropriate investiga- 
tion, in what jurisdictions such limita- 
tion can be successfully maintained. In 
every jurisdiction in which we are 
satisfied that deviations will not be 
made or, if made, will be successfully 
resisted, the conference will promptly 
recommend that the rating bureau 
make a filing limiting the policy term 
to three years.” 


As this statement became subject to 
scrutiny in executive session, the com- 
missioners felt clarification was neces- 
sary. A resolution was adopted stating 
that the executive committee “assumes 
that the remark (that assurances had 
been obtained from Commissioner Sul- 
livan) was not intended to imply what 
it literally suggests.” In order to elimi- 
nate misunderstanding, on the motion 
of Mr. Sullivan the committee stated 
that “the consideration of all matters 
of rates and rate filings has been and 
shall always be solely upon the basis 
of the merits of each such filing, ir- 
respective of whether filed by a rating 
bureau, board, group, or individual 
insurer and irrespective of whether 
recommended or opposed by any such 
organization or person.” 

Another sidelight of the commission- 
ers’ discussion was the request of the 
attorneys for New Orleans Insurance 
Exchange that the insurance depart- 
ments assist the local agents in ap- 
pealing their case to the U. S. Supreme 
Court. It was suggested that the states, 
through their attorneys general, file 

(CONTINUED ON PAGE 9) 


NAII Votes NACCA 
Counter Action At 
Record Convention 


Will Also Increase PR 
Effort Vs Compulsory And 
Pressure For Uniformity 

By KENNETH 0. FORCE 


More than 800 attended the annual 
convention of National Assn. of Inde- 
pendent Insurers in Chicago, a new 
record. W. E. Howard, general man- 


ager of Kentucky Farm Bureau Mu- _ 


tual, was elected president to succeed 
Col. C. E. Cheever, president of United 
Services Auto of San Antonio. 

The association intends ty take 
steps to counteract the drive of Na- 
tional Assn. of Compensation Claim- 
ants’ Attorneys to increase the size of 
damage awards, through legislation, 
and by other means. By Jan. 1 NAII 
expects to have prepared a set of 
recommendations for action in the 
field of legislation and public rela- 
tions. The association will seek to co- 
ordinate its efforts with other organ- 
izations that represent principais with 
problems similar to those of the in- 
surers, such as railroads, in connection 
with NACCA. 


NAII also will increase its public 
relations program to further several 
aspects of its philosophy, such as op- 
position to compulsory automobile, 
preservation of independent competi- 
tion, and offsetting agitation for un- 
iformity. 

On assigned risks NAII is opposed 
to uniform rates, but believes that 
rates should be commensurate with 
the risk. The independents want to 
continue to use their own policy forms. 

Considerably more than 100 repre- 
sentatives of 25 insurance departments 
attended committee sessions of Na- 
tional Assn. of Insurance Commission- 
ers during the time of the NAII con- 
vention, at the Edgewater Beach, and 
commissioners were guests of NAII at 
the Thursday luncheon and other af- 
fairs. One commissioner who did not 
make the meeting, though he planned 
to do so, was Sullivan of Kansas, who 
underwent surgery. 


New vice-presidents of the associa- 
tion are Henry L. Moffett, vice-presi- 
dent of Secured; Warren Nigh, vice- 
president of Government Employees, 
and C. M. Fish, president of Freeport. 
Renamed vice-presidents are John H. 
Carton, president of Wolverine; L. H. 
Grinstead, president of Beacon Mutual 
Indemnity; Fenton A. S. Gentry, pres- 
ident of Southern Fire & Casualty, 
Robert J. McKee, secretary of Central 
National; Car] M. Russell, president of 
Meridian Mutual; Alfred B. Smith, 
assistant secretary of Pennsylvania 
Threshermen’s & Farmers’ Mutual; 
John J. Nangle, president of Utilities; 
Ward Wright, treasurer of Farm Bur- 
eau Mutual of Kansas; Russell R. 


Wilson, president of Casualty Un- 
(CONTINUED ON PAGE 15) 
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EYE INDEPENDENT FILINGS 
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Some May File For Higher Rates Before 
Year End; Protest Bureau Pressures 


Several aspects of independent filing 
under state regulation today were de- 
veloped at a panel discussion during 
the convention in Chicago of National 
Assn. of Independent Insurers. 

John H. Carton, president of Wolver- 
ine, as moderator, pointed out the con- 
siderable differences in the interpre- 
tation, state by state, of the rating 
laws. He reviewed the main elements 
in the basic laws and emphasized that 
they are designed to encourage flexi- 
bility. The staggering losses of recent 
times mean that the insurers can’t wait 
. for 12 months to ask for rate increases, 
and independent insurers may file for 
higher rates before they get the full 
1957 figures. 


Mr. Carton suggested that there ap- 
pears to be a concerted effort in the 
business to throttle the independents 
in their deviations and independent 
filings. One state has rejected 32 devi- 
ations, another has refused a deviation, 
a third has asked an independent in- 
surer to justify the deviation by a 
combination of the experience of all 
companies. 

He recalled the all industry philoso- 
phy of independent filings. An inde- 
pendent insurer may file a uniform 
deviation, it may file a non-uniform 
deviation—say 10% off on class 1 au- 
tomobile casualty and nothing on the 
other classes. It may make minor ad- 
justments in classifications, for exam- 
ple tightening the young driver classi- 
fication. Or it may file its own rates 


and forms altogether. 

C. B. Kenney, senior vice-president 
of Allstate; F. A. Holderman, assistant 
secretary of Zurich; Tom Dunavant, 
casualty rater of the Michigan depart- 
ment; Ed S. McMahon, vice-president 
of Wabash Fire & Casualty, and Phillip 
B. Kates, vice-president of Southern 
Fire & Casualty of Knoxville, devel- 
oped other phases of the current sit- 
uation with respect to independent fil- 
ings. 

e e - 

Mr. Kenney observed that the rat- 
ing acts are set up under public law 
15 to promote the public welfare. Noth- 
ing is intended to prohibit or discour- 
age reasonable competition. In addi- 
tion, these laws are to be liberally 
interpreted. 

Dealing with rate making and rate 
filing, Mr. Kenney pointed out that 
rate making is a variable, not an ab- 
solute. No board, bureau, or company 
has a patent on the one, eternal flaw- 
less method. Bureaus differ among 
themselves. What one proclaimed as 
gospel 12 months ago often is sup- 
planted with a new if not always better 
scheme. 

The rating laws do lay down certain 
things that shall be considered, he said. 
The laws don’t say how much they 
shall be considered. But those things 
are: 

1. Experience. In many insurance 
departments experience means just one 
thing—statistics covering a three or 
five year period that is now a part of 

(CONTINUED ON PAGE 25) 
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Cooney Enters Plea Stop And Look 


Ot ‘No Defense’ 
In Firemen’s Case 


John R. Cooney, former president of 
Loyalty group, accused of embezzling 
more than $262,000 from Firemen’s of 
Newark, parent company of the group, 
has withdrawn a plea of not guilty en- 
tered last June 10, when he was in- 
dicted on 97 counts, and has pleaded 
non vult, or no defense. 

Mr. Cooney’s co-defendant in the 
case, John E. Dearden, publisher of the 
American Underwriter, of Philadel- 
phia, also indicted on 97 counts, has 
entered a similar plea. 

Both actions were taken just as 
the two men were about to go on 
trial before Judge Waugh in Newark 
superior court. Before Mr. Cooney’s 
non vult plea was found acceptable 
by the prosecution, he acknowledged 
in court that he knew, in effect, that 
he was admitting the charges against 
him. 

The court put off until Nov. 8 the 
disposition of six other indictments 
against Cooney, twe of which list 
Dearden as co-defendant. They are 
jointly accused of converting corporate 
funds to their own use, embezzlement, 
conspiracy and making false book- 
keeping entries. 

Judge Waugh has tentatively set 
Nov. 6 as the date of sentencing. Each 
count of the indictment carries a max- 
imum penalty of three years in prison 
or a $1,000 fine, or both. 





Munich Re Entertains Actuaries 


Munich Re entertained representa- 
tives of insurance and finance attend- 
ing the International Congress of Ac- 
tuaries with a dinner at the Waldorf 
Astoria in New York City. James In- 
zerrillo, president of Munich Manage- 
ment Corp. welcomed guests. Dr. Otto 
Burbach, vice-president from Munich 
spoke of the success of the congress 
and its many contributions to the fos- 
tering of better international under- 
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By H. W. Cornelius, Bacon, Whipple & Co. 
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Ahead, Beebe 
Suggeststo WUA 


Assimilate What Has Been 
Created Before Continuing 
Forward Plunge, He Urges 


A suggestion that the fire business 
pause for consideration of what it has 
in hand and what might be expected 
of the future was made by P. S. Beebe, 
western manager of Hartford Fire, in 
his presidential address before the an- 
nual meeting of Western Underwrit- 
ers Assn. at White Sulphur Springs, 
W. Va., this week. 

When WUA had to give up its po- 
licing powers, he commented, some 
of the members were apparently im- 
pressed with the resultant freedom of 
action as an attractive way of life. 
“Well, for these years we have had it. 
We have been free to do as we wished, 
We have been able to not only dream 
of gimmicks but to make them come 
true through the magic of deviation 
filings. We seem to have felt that it 
was not necessary to avail ourselves 
of the considered judgment of our asso- 
ciates in company and bureau ranks. 
We have been so imbued with the 
broadening of our forms, with the ex- 
tension of our coverages, that we have 
along the line overlooked the necessity 
of obtaining sufficient income for these 
expanded operations of ours. We seem 
to have felt that if we could just go 
fast enough and far enough that the 
consequences would never catch up 
with us and that we would always 
be ahead of the parade with the crowd 
floundering far behind us. And some 
of us even felt that if maintaining this 
position cost us more, and if our ex- 
penses rose in every direction, that 
this was a minor matter that would 
be absorbed in our rapid advance- 
ment.” 


But, Mr. Beebe observed, came the 
fires and the winds and the rains, 
and calamities befell properties to 
which the extensions applied and the 
competition went to ever-increasing 
lengths, and “then and only then did 
we realize just how much we had 
given away in every direction.” 

Once again it is being discovered 
that “experience is a dear teacher,” 
he said. The road back is apt to be 
thorny. 

Mr. Beebe added that it requires 
a mental gymnast to keep up with 
the various forms of policies—A, B, 
C, CDP, commercial property, MOP, 
industrial property—and the work 
they have imposed on company per- 
sonnel is tremendous. “Even the adop- 
tion of the new term rule, a badly 
needed revision, is going to impose 4 
real problem on us for the next few 
years,” he said. 

“And now as we look backward... 
do we find much to reassure us, to 
lead us to believe that we have been 
going in the right direction?” he asked. 

The companies could do well to stop 
and consider whether the real objec 
tive should not be to assimilate what 
has been created in the last few years 
he suggested. An attempt could be 
made to understand what has been 
done and “to stop for a time this al 
most insane desire to be constantly 
and everlastingly moving ahead with 

(CONTINUED ON PAGE 40) 
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Bureau Refiling Asks 
10.8% Increase In 
N. Y. Auto Rates 


Superintendent Holz of New York 
has received a new filing from Na- 
tional Bureau of Casualty Underwriters 
which would increase auto liability 
rates an average of 10.8% statewide. 
Reportedly included in the filing— 
made Oct. 15—is a factor for produc- 
tion cost which will reduce commissions 
to agents and brokers some five points, 
from 25% to 20%. 

The bureau previously filed for an 
18% boost in rates, but this filing was 
rejected by Mr. Holz. 

Led by New York State Assn. of 
Insurance Agents, producer groups are 
strongly protesting the proposed re- 
duction in commissions. According to 
Craig Thorn Jr., Hudson, president of 
the state association, there are indi- 
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cations that certain of the casualty 
companies concerned with the filing 
want no part of the reduction. 

The day before the new filing was 
submitted to Mr. Holz, Mr. Thorn 
wrote to William Leslie, manager of 
National Bureau, that on any refiling 
the bureau may make for increased au- 
to liability rates in New York state, “the 
element of agent’s commission should 
not be mentioned and should have no 
bearing on the acceptance or rejec- 
tion by the department.” 

If approved the new rates would 
boost total auto liability premiums in 
New York by more than $30 million 
annually. Mr. Holz said he expects to 
reach a decision on them prior to 
Nov. 15. 


Withdraw AppealOf Pa. 


Rejection Of Fire Rate Hike 


Middle Department Assn. of Fire 
Underwriters has withdrawn its ap- 
peal from a decision of Commissioner 
Smith of the Pennsylvania insurance 
department denying a 25% boost in 
Philadelphia fire rates. 
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knows full well that the 


“proof of the pudding 


! 
> You and | 


your assureds are 
entitled to this fast service 


... and you may be sure 


\ you will get it from 
age 


The Kansas City. / 


TO BUILD MORE BUSINESS 


KEEP MORE BUSINESS 


REPRESENT THE KANSAS CITY— 


A PROGRESSIVE COMPANY FOR PROGRESSIVE AGENTS 


Peutance 


301 West llth Street *« Kansas City, Mo 





Reelect Mountain, All 


Others At Annual Of 
Inter-Regional In N.Y. 


Inter-Regional Insurance Confer- 
ence, at the annual meeting in New 
York City, reelected H. M. Mountain, 
executive vice-president of Aetna Fire, 
chairman of the executive committee, 
and all other officers. 


The conference heard reports by 


Mr. Mountain, Treasurer Felix Har- 
grett, vice-president of Home, and 
Manager R. M. Beckwith; and acted 
on an amendment to the constitution 
providing that actions of the executive 
committee require approval by two- 
thirds of the voting members and al- 
ternates present at any meeting of the 
committee. 
. . . 

Appointed to complete three unex- 
pired terms on the executive commit- 
tee were W. J. Christensen, Loyalty 
group; M. B. Baker, North British, 
and M. W. Mays, America Fore. 





*(2 years in Calif.) 
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AMERICAN CASUALTY’S NEW 


COMPREHENSIVE 
MAJOR MEDICAL POLICY 





FOR INDIVIDUALS AND FAMILIES: Unallocated benefits 


” 


for accident and sickness for expenses incurred within 3 years* 
(treatment in home, hospital or doctor’s office) . . . level pre- 
miums ... special children’s rates... 
pays regardless of other insurance in force except Workmen’s 
Compensation or Occupational Disease Act or Law Benefits. 
GET ALL THE FACTS TODAY. 


minimum exclusions .. . 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 


AMERICAN CASUALTY CO., Reading, Pa. 


Please send Sales and Information Kit on the new COMPRE- 
HENSIVE Major Medical Expense Plan. 
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excellent! 





** Agency relations are excellent 
as proved by our reputation 
for prompt service and 
attention to details. 


NATIONAL UNION 
INSURANCE COMPANIES 


PITTSBURGH °@ 


PENNSYLVANIA 
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THE 


YORKSHIRE 


INSURANCE COMPANY 
OF NEW YORK 


SEABOARD 


FIRE & MARINE 
INSURANCE 
COMPANY 


90 JOHN STREET 
NEW YORK 38, NEW YORK 











Glossy prints of this ad are avail- 
able without obligation for news- 
paper reproduction. The inde- 
pendent stock company agent 
may have them upon request. 





SERVING AMERICA THROUGH THE 
AMERICAN AGENCY SYSTEM 


September Losses Up 
3% Plus From Last Year 


National Board reports fire losses 
in the United States during September 
amounted to an estimated $72,264,000 
—an increase of 3.1% over correspond- 
ing month last year. The total was a 
decrease of 7.8% from August losses, 
however. For the first nine months 
the total loss was $778,597,000—an 
increase of 6.5% over the first nine 
months in 1956. 





National Flood Underwriters of Kan- 
sas City has been licensed in Kansas. 
This is the reciprocal that charges a 
100% rate for flood coverage. In its ap- 
plication for a Kansas license, the com- 
pany said it had requests from more 
than 100 risks in Kansas and Missouri 
for coverage aggregating $11 million. 





Walter Goeckerman has been pro- 
moted to assistant Los Angeles man- 
ager for Joseph Frogatt & Co. He 
joined the company in 1953. 





Kurt Hitke, Chicago insurance exec- 
utive, and Otto E. Schwartz of The Na- 
tional Underwriter Co., at the conven- 
tion in Chicago of National Assn. of 
Independent Insurers. 


Louis Woodruff, 
secretary of the 
Oklahoma _insur- 
ance board, Jar- 
rard Secrest, Tex- 
as state senator, 
and Keith Kelly, 
Ft. Worth attor- 
ney, at the conven- 
tion in Chicago of 
National Assn. of 
Independent In - 
Independent 
Insurers. 
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National Bureau, NAUA 
Revise Okla. Auto Rates 


National Bureau of Casualty Under- 
writers and National Automobile Un- 
derwriters Assn. have revised auto- 
mobile rates for Oklahoma, effective 
Oct. 23. 

The bureau has increased private 
passenger auto liability 5% and com- 
mercial rates 2% on a statewide basis, 

Division 1 garage rates have been 
increased an average of 21% state- 
wide. 


NAUA has increased comprehensive 
$6 to $9 and introduced the $50 de- 
ductible collision. Rates for the $50 
deductible are increased 10% to 15% 
in most of the state. Corresponding 
adjustments have been made in rates 
for $100 deductible collision. Class 2¢ 
rates have been increased 30%. The 
new private passenger collision rates 
include an increase in farmer’s credit 
of 9%. 





Hartford Fire Appoints 
Haynes Associate Marine 
Manager In N. Y. Office 


Hartford Fire has promoted Alfred 
D. Haynes Jr. to associate manager of 
the metropolitan New York marine de- 
partment. He has been with the com- 
pany since 1952 as a marine under- 
writer. 

Treasurer of American Marine In- 
surance Forum, he is also an instructor 
in ocean marine cargo underwriting at 
Insurance Society of New York. 





Mariners Club of Virginia has elect- 
ed Donald O. Campen Jr., North Amer- 
ica, skipper; Thomas P. Clough, Em- 
ployers group, first mate, and George 
Ritzel, Marine Office of America, pur- 
ser-yeoman. 

















“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 


FIRE + CASUALTY * TREATY + FACULTATIVE 


REINSURANCE 4 a. du 


CHICAGO 6, ILLINOIS + 309 W. JACKSON BLVD. » WABASH 2-7515 \o 





KANSAS CITY 6, MISSOURI * 6 EAST ELEVENTH ST. > GRAND 1-1118 
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Louisville Agents Lose 
Case On Right To 
Insure In A Mutual 


The right to insure public property 
in mutual companies was upheld again 
last week, when Kentucky court of ap- 
peals affirmed a lower court ruling 
that will permit the Jefferson county 
poard of education to place some $18 
million in property insurance with mu- 
tual insurers. The board has jurisdic- 
tion over school properties in the coun- 
ty outside the city of Louisville. 


A case involving essentially the same 
issues now is pending before the Ari- 
zona supreme court. 

Last year Louisville Board of In- 
surance Agents sought an injunction 
from Jefferson county circuit court 
which would have forbidden the coun- 
ty board of education to cancel 200 
outstanding fire policies upon county 
schools, and to insure them with Liber- 
ty Mutual and Firemen’s Mutual. The 
agents’ argument was that the board 
would thereby become a member of a 
mutual insurance company, and that 
such membership is so similar to the 
status of a stockholder in a private 
corporation as to violate the Kentucky 
constitutional prohibition against coun- 
ties, municipalities and incorporated 
districts becoming stockholders. The 
circuit court refused to grant the in- 
junction, and the agents appealed. 


The court of appeals opinion held 
that since the board of education 
would not become an owner or holder 
of stock if it purchased mutual insur- 
ance, it cannot be considered a stock- 
holder in the mutual insurance compa- 
ny. It is a member, and the argument 
that it becomes a stockholder “borders 
on sophistry.” The opinion said that 
not only must the commonly accepted 
meaning of the word “stockholder” be 
considered, but also the objectives of 
the framers of the state constitution. 

The board of education estimates it 
will save approximately $38,000 in pre- 
miums over three years by transfer- 
ring the property coverage to mutuals. 





McHugh Pacific National 
Newark Claims Manager 


Pacific National group has trans- 
ferred Jack McHugh from Baltimore to 
Newark as claims manager. He began 
his insurance career in 1946 with Man- 
ufacturers Casualty as claims adjuster 
and supervisor. 





Study Course At Richmond 
Richmond (Va.) Assn. of Insurance 
Agents is sponsoring a basic course for 


| MIDWEST 
FiRE UNDERWRITING 
MANAGER $9000. 


THE COMPANY: Stock, established over twenty 
years assets over $25 mill'on, currently entering 
- Ay} ay “y very successful bas’s ex- 

asua p.ant. Highl rogressi in all 
respects. , ee 
POSITION: Corp'ete respors'bility aid manage- 
bay Staff 25 peopie, handling two state opera- 





EMPLOYER'S SPECIFISATIONS: Age—z0-29, col- 
lege grad. (rarda ory) minimu = seven years Fire 
underwriting experience, currently in supervisory 
+ Fan gang Capacity or proiounced ma‘ageria 

ital. Knowjed Varin ip? t 
eaaiiiocy. cge of Marine helpful but not 
EMFLOYER FAYS SERV!CE CHARGE & MCVING EX- 
PENSES. CONFIDENTIAL HANDLING ALL INQU:RIES. 
We recorrmend this position 100%. 


FERGASON PERSONN=), 


INSU?ANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 





HArr‘son 7-9040 
We B--kar Insurance Aqencies 








HteNATIONAL UNDERWRITER 


new personnel in the business there. 
The class will meet once a week be- 
tween Oct. 29 and March 25. Local 
agent Warren Curtis will teach the in- 
doctrination course and a course deal- 
ing with the agency and its work. J. 
Al Hodges, Fireman’s Fund, will teach 
fire and inland marine; Julius Jones, 
Aetna Casualty, casualty and automo- 
bile, and Robert Daves, Travelers In- 
demnity, fidelity and surety. 





United of Chicago has been licensed 
in Wisconsin and now is entered in 41 
states, District of Columbia and 
Hawaii. 





I mailed in a coupon like the one below 
and learned how, after a fire, Airkem 
Smoke Odor Service makes a friend out 
of a client. Since the insured is fre- 
quently emotionally upset, adjusting the 
loss can become difficult. When Airkem 
Smoke Odor Service removes the smoke 
contamination there is no imaginary 
damage “sensed through the nose” to 
bar an equitable settlement. The ad- 
juster finds that only loss figures on 
items with visible, physical damage re- 
main to be discussed. As a consequence 
our agency has been able to demon- 
strate that we are really concerned with 
the insured’s welfare and comfort. This 
is the type of service that turns clients 
into friends. 





Residential fire losses reduced by 
Smoke Odor Service 


Drapes, upholstery, clothing, personal 
possessions saturated with smoke cre- 


ate a terrible problem for the owner. 


Davis, Perlet To Speak 
At Insurance Teachers 


Convention Dec. 27-28 

Shelby C. Davis, Shelby Cullom Da- 
vis & Co., and H. F. Perlet, Multi- 
Peril Insurance Conference, will be 
among the speakers at American Assn. 
of University Teachers of Insurance 
annual convention at Philadelphia Dec. 
27-28. 

Subjects to be discussed at the con- 
vention are “Multiple Line Under- 
writing, Its Philosophy, Development 


A 3+ investment taught me how to improve 
client service and reduce my loss ratio 


Even in a small fire the cost of dry clean- 
ing can amount to hundreds of dollars. 
Airkem treatment of one apartment re- 
duced a $300.00 cleaning claim to 
$52.00 at a cost of only $50.00 for 


) 


and Future;” “Case Method of Instruc- 
tion and Research in Insurance,” and 
“Critique of the Agency System.” Oth- 
ers speakers have not yet been an- 
nounced. 





General Appraisal Buys 


Spokane Appraisal Firm 


General Appraisal Co. of Seattle has 
acquired Appraisal Engineering Serv- 
ice of Spokane. Facilities and personnel 
of both companies will be combined in 
larger offices in the Peyton building, 
Spokane. 


ee ee 


é 


Airkem service. In a large residence the 
savings are often in the thousands. 





Even automobile fire losses can 
be minimized 


A relatively minor loss such an an auto- 





Smoke Odor Service helps client 
reopen, eliminates business 
interruption loss 


Imagine saving an inventory of 
$160,000.00 and eliminating a pros- 
pective business interruption loss of 
$40,000.00. Airkem Smoke Odor Serv- 
ice treated a department store on Long 
Island that was contaminated with dense 





mobile upholstery fire is an example of 
how fast Airkem S.O.S. action can help. 
A burnout in a modern auto is com- 
plicated by burnt rubber and plastic 
odors. Airkem treated this car so that no 
trace of the fire odor could be detected. 


smoke and fuel oil odors. Instead of the 
estimated closing of three weeks, the 
store reopened in three days. No fire 
sale was held and the total claim for 





AIRKEM, INC. 


Name _ 


Title 





Company 





Address 


241 East 44th Street, New York 17, N. Y. 


Airkem service was only $1,500.00. 


You should have this valuable infor- 
mation in your office when your clients 
are threatened with a fire loss. Invest a 
3¢ stamp and improve your client serv- 
ice and reduce your loss ratio. Mail in 
the coupon today. 


Please send me further details on Airkem’s Smoke Odor Service. 
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Crone Eastern Canada FTC Hears Arguments Ip f 
ManagerOfTheFund Life Of America Appeq] f 


M. H. Crone has been named man- WASHINGTON—Federal Trade 
ager in eastern Canada for Fireman’s Commission has heard oral arguments 
Fund, with headquarters in Toronto. in the appeal by Life of America, Wil. | 
He succeeds John H. Kennedy, who re-  mington, Del., from Examiner Laugh. 
signed to enter a local agency. lin’s initial decision that the compa. si 

Mr. Crone has been in insurance for pny; A&S advertising contained del di 


more than 30 years. He was with Ca- ceptive information. The commission! fe 
nadian Underwriters Assn. for several took the case under advisement K 


years and served as Ontario manager Arguments by lawyers for both N 
for a general agency until he jeined sides took 35 minutes, shortest time | gi 
Fireman's Fund in 1956. on record for any such hearing. 4! jn 

Alvis Layne, counsel representing the 
Kemper Group Appoints O’Brien insurer, contended the advertising § 

Kemper group has appointed Bruce Was not deceptive. He said the compa. 

R. O’Brien to the production depart- ny had complied with the FTC trade| fc 
ment of the fire division. He has been practice rules. John W. Brookfield, tk 
assistant vice-president of Associated FTC attorney, opposed the appeal. al 
Reciprocal Exchanges at New York Some observers do not expect the a 





a 


since 1954. commission to dispose of this case and} el 
a others appealed from hearing examin- al 

American Motorists has been award- ers’ initial decisions until the U. S) g 
ed a contract to write coverage ON Sypreme Court passes upon the Amer. Cc 


the boilers and machinery at the 
Tallahassee, Fla., city power plant, 
the boilers in city hall and at the Tal- 
lahassee Memorial hospital. The in- 


ican Hospital & Life and National a 
Casualty cases. FTC asked the court 
to review these cases after circuit 


cn 





surance was previously written in Courts of appeals decided in favor of ce 
Lumbermens Mutual Casualty. the companies. 
ci 
b. 
cl 
p 
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MANAGERS 


Use Your Head! _ ° 
INSURANCE 7 


GET A-HEAD! | aa 


GF&C’s participating policies will bring you a hat-full of new 
clients! 


Add your professional counsel to GF&C’s 
@ Quick and understanding underwriting 
service 


@ Prompt and fair settlement of claims 





@ Expert engineering service 
@ Dividends to policyholders 


Keep your head! Get a head-start with GF&C and stop 
the inroads of direct writers! 


(Non-participating Fire Policies available at tariff rates) 


GENERAL FIRE AND CASUALTY COMPANY 





(A Stock Company) 
Home office: 1790 Broadway, New York 19, New York 
309 W. Jackson Bivd., Chicago 6, Illinois ‘ 


Telephone: WAbash 2-3600 


Insurance written through agents and brokers only. 
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Advises Buyers On 
Protection When 
Moving To Suburbs 


The insurance management divi- 
sions of business and industry can re- 
duce insurance costs through the ef- 
fective planning of new construction, 
Kenneth O. Smith, general manager of 
New York Fire Insurance Rating Or- 
ganization, told the risk management 
institute sponsored at Storrs by Uni- 
versity of Connecticut and American 
Society of Insurance Management. 

Many new plant locations today are 
found in suburban or rural areas of 
the country, he pointed out. This poses 
another problem for insurance man- 
agement. Rates are geared to the lev- 
el of the public protection available, 
and though some buildings outside of 
metropolitan areas are attractive be- 
cause of lower land and tax costs or 
availability of large plots, the ab- 
sence of public fire defenses, which 
usually results in higher insurance 
costs, should be considered. 

Here again the insurance manager 
can serve the management of his firm 
by playing the counsel in selection of a 
client’s site located in a community 
prepared to supply the necessary fire 
protection. If a business must locate 
in unprotected territory, in many cases 
it can make necessary recommenda- 
tions to provide for private outside 
protection, which may be recognized 
in some rating jurisdictions as equi- 
valent to municipal protection. Such a 
program requires ample water sup- 
plies, fire alarms, fire appliances, and 
a trained brigade of plant personnel 
to make this private protection effec- 
tive. 


The cost of fire insurance also is 
directly related to the extent to which 
management has provided fire appli- 
ances, Mr. Smith commented. Gener- 
ally the rating schedules provide liber- 
al credits for standard supplies of first 
aid fire appliances. In the case of 
automatic fire alarm systems connect- 
ed to a central station or standard 
watchman systems, the insurance 
manager of insured should obtain 
tentative estimates of rates before 
such programs are considered in terms 
of lowered insurance cost. Installation 
of automatic sprinkler equipment cer- 
tainly falls within the latter category. 

However, as commerce and industry 
move outside municipal protection 
limits, and as individual property val- 
ues grow in utility and dollar values, 
automatic sprinkler protection has 
been called upon more frequently to 










F sho BAIRD 
99 John St. 
New York 38, N. Y. 
REINSURANCE 
_ CONSULTANTS 
AND 
INTERMEDIARIES 
We Are What We Do” 
) WOrth 4-1981 
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serve in the dual role of a means to 
lower insurance costs and to protect 
business against the consequential 
perils of fire. However, Mr. Smith 
recommended that before embarking 
on the expenditure of money for these 
various forms of private protection or 
before starting the erection of new 
plant facilities, the insurance manager 
should consult with rating bureaus or 
the insurers to determine the tenta- 
tive rates based on the private pro- 
gram contemplated. 

In addition to reductions in costs of 


fire insurance due to protection activ- 
ity initiated by the owners of the 
property, the cost of fire insurance 
has declined steadily over the years 
in part also because of the activities 
of the insurance business. Mr. Smith 
pointed out that NYFIRO and the 
other rating bureaus maintain sepa- 
rate departments for inspecting muni- 
cipal protection. In 1946 there were 
43 complete inspections of protected 
communities in New York state, in- 
cluding 12 communities with improved 
fire defenses previously classed as un- 






protected. Newly established fire dis- 
tricts and water systems and exten- 
sions to existing fire protection facili- 
ties required 197 changes in commun- 
ity classification publications. As part 
of these improvements, 34 new fire 
departments were recognized. Re- 
placement ot fire-fighting apparatus, 
an important factor in maintaining fire 
defenses, continued at a record pace. 
The municipal protection division of 
NYFIRO recorded 115 new pumpers 
delivered to New York state communi- 
(CONTINUED ON PAGE 27) 





IT’S NOT ALWAYS 


A MATTER 





OF CHOICE! : 





Your clients can’t be choosy about the carrier of their 
shipments in some parts of the world. They simply have no choice. 


But this is no cause for worry when you have insured them 
through MarRINE OFFICE OF AMERICA. They will enjoy dependable 


protection of goods in transit by air, land or sea. 


In case of loss, prompt, convenient and efficient service is 
assured with MaRINE OFFicE claims-settling facilities 
in practically every part of the world. 





MARINE OFFICE or AMERICA 


116 JOHN STREET, NEW YORK 38, NEW YORK 


THE AMERICAN INSURANCE COMPANY 
FIREMEN'S INSURANCE COMPANY 


* GLENS Fats INSURANCE COMPANY ° 


MEMBER COMPANIES: 


THE CONTINENTAL INSURANCE COMPANY 


NIAGARA Fire INSURANCE COMPANY 


— OFFICES— 


FIDELITY-PHENIX Fire INSURANCE COMPANY 
THE HANOVER Fire INSURANCE COMPANY 


New York * CHICAGO * New ORLEANS © SAN FRANCISCO ° HOUSTON * TORONTO 


Atlanta * Baltimore * Boston * Cleveland * Corpus Christi * Dallas ° 
New Haven * Philadelphia * Pittsburgh * Portland « Raleigh * Ric 


Detroit * Indianapolis * Jacksonville * Los Angeles * Louisville 
hmond * St. Lovis * Seattle * Stockton * Summit ¢ Syracuse 
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FHeNATIONAL UNDERWRITER 


Inter-Regional Philosophy Of Rating 
Given To NAIC Executive Committee 


A statement of the philosophy of 
fire insurance rating as held by Inter- 
Regional Insurance Conference was 
offered by Felix Hargrett of Home in 
an appearance before the executive 
committee of National Assn. of Insur- 
ance Commissioners last week at Chi- 
cago. 

Mr. Hargrett said IRIC is presently 
making a careful reappraisal of its 
basic rate level adjustment procedure 
to take into account the unsatisfactory 
underwriting developments of the last 
two years and to put more emphasis on 
prospective loss experience. 

Mr. Hargrett’s statement is given 
below substantially as delivered to the 
commissioners as representative of the 
position of the bureau stock fire com- 
panies: 

. . . 

Inter-Regional Insurance Confer- 
ence is keenly aware of the increasing 
loss and expense trend countrywide 


and of the effects of inflation on both 
losses and expenses. 

Recognizing the unfavorable turn 
taken by experience in 1956, the IRIC 
executive committee invited all rating 
bureau managers nationwide and their 
respective chairmen to attend a con- 
ference in New York on March 1 to 
discuss the seriousness of the situa- 
tion and means by which to cope with 
it. In addition, eight presidents and 
U. S. managers as well as senior ex- 
ecutives of numerous other stock com- 
panies attended this meeting, the pur- 
pose of which was to discuss ways 
and means by which rate level ad- 
justments, indicated by the experience 
for the latest five-year period (1951- 
1955) then available, might adequate- 
ly reflect the alarming loss trend 
which had developed during the year 
1956. 

As to the treatment of the 1956 
trend, the following language was 


used: “In proposing such a step to you 
we wish to emphasize that, while tak- 
ing a most serious view of our present 
situation, we do not have in mind any 
action which cannot be supported by, 
nor any departure from, basic princi- 
ples contained in the all-industry bill 
and the rate level adjustment proced- 
ure which we have previously recom- 
mended to you.” 

The principles of the all-industry 
bill to which particular reference was 
made are those requiring that due 
consideration shall be given to past 
and prospective loss experience, to past 
and prospective expenses and to all 
other relevant factors. 

The rate level adjustment procedure 
is the one IRIC drew up and recom- 
mended to all rating bureaus nation- 
wide in 1955. It contains six prin- 
ciples: 

1. The principle of a 6% underwrit- 
ing profit factor as set forth in the 
1921 profit formula of the National 
Board as modified in the 1949 subcom- 
mittee report of NAIC shall be main- 
tained. No over-all rate level adjust- 
ment shall be made if the indicated 
profit is within a tolerance zone of 
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Lloyd’s, London 
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Excess Limits 
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MIX WELL 
FOR DISASTER 


EXCESS INSURANCE FOR AUTO B.I. & P.D. (INCLUDING L.P.G. RISKS, EXPLOSIVES AND 
GASOLINE HAULERS, BUSES AND TAXIS), GENERAL LIABILITY, CONTRACTORS LIABILITY, 
PRODUCT LIABILITY, UMBRELLA LIABILITY AND WORKMEN’S COMPENSATION. ALSO 
RETRO PENALTY PREMIUM INSURANCE, MOTOR TRUCK CARGO AND MANY OTHER LINES. 





6 WAbash 2-8544 


> TUrner 5-3432 


A faulty L.P. gas tank . . . an abandoned 
sewer main... a small town hotel... 
an open flame... a $100,000 loss. 


A homeowner's L.P. gas tank ruptures, seeping explosive 
fumes into an abandoned sewer main. The gas flows 
underground into a hotel basement. The open flame of 
a heater sets off an explosion that rips the hotel, shatters 
windows through the town and hurls manhole covers high 
in the air. Claims against the L.P. gas dealer for $100,000 
were covered by Excess Liability 


Some losses can’t be foreseen. That’s why your clients 
need maximum limits to cover the foreseeable and un- 
forseeable. Illinois R. B. Jones specializes in placing your 
Excess coverage with ease and speed, makes the job as 
simple as placing your regular coverages. Call or write 
us about maximum protection for your clients. 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon, Pres. 


175 West Jackson Boulevard e Chicago 4, Illinois 


612 Gary National Bank Building e Gary, Indiana 
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two percentage points above or below 


such 6% factor. 

2. Review of over-all rate level shal} 
be annual; however, it is not the in. 
tent to require annual adjustments of 
rate levels. 

3. Underwriting profit shall be de. 
termined with use of direct earned 
premiums and incurred loss and in- 
curred expense figures without regard 
to reinsurance, 

4. As to loss experience, all avail- 
able and relevant premium and logs 
statistics, including loss adjustment 
expenses, shall be used, to include 
both member and subscriber (includ- 
ing deviating) company figures adjust- 
ed to reflect current rate levels. Due 
consideration shall also be given to 
other available and relevant statistics 
in the interest of securing the widest 
possible base of loss experience. In the 
case of fire rate levels, the loss expe- 
rience of not less than the most recent 
five-year period shall be used, while 
in the case of windstorm or extended 
coverages including the windstorm 
peril, the loss experience of not less 
than the most recent ten-year period 
shall be used. 


5. As to expenses other than loss ad- 
justment expenses, only the experience 
of member and subscriber stock com- 
panies during the most recent period 
of years shall be used, reflecting com- 
parable methods of operation and ac- 
quisition costs. Such expense figures 
shall not be separated as between com- 
missions and premium taxes and all 
other expenses. 

6. Due consideration shall be given 
to loss experience expenses and to 
credibility and all other relevant fac- 
tors within and outside the state, in- 
cluding the important element of in- 
formed judgment in reflection of eco- 
nomic trends, social conditions, new 
processes and inventions and other fac- 
tors which may affect prospective loss 
experience and expenses. 

These principles are getting careful 
reappraisal, with the expectation of 
placing in the hands of the fire rating 
organizations nationwide a_ revised 
version of this basic document which 
will reflect thoughtful and _ painstak- 
ing consideration of the unsatisfactory 
underwriting developments of the past 
couple of years. 

At the March 1 meeting with rating 
organizations it was stressed that IRIC 
has no fixed formula for taking into 
consideration prospective loss experi- 
ence and prospective expenses, that the 
unprecedented underwriting loss situa- 
tion was a fairly recent development; 
that mature consideration of so in- 
volved a problem, the solution of 
which would have such far-reaching 
consequences to the industry, would 
necessarily be time consuming. 


On this point, however, the confer- 
ence counseled rating bureaus not to 
delay needed rate level adjustments 
while awaiting a formula for dealing 
with prospective loss experience and 
expenses. It was emphasized that the 
bureaus’ familiarity with conditions in 
their own jurisdictions should enable 
them to take corrective steps promptly, 
and they were urged to do the best 
they could within the framework of 
their rating laws and the IRIC recom- 
mended principles, to obtain proper 
rate level revisions. 

The rating authorities were i 
formed that, in view of the unusual 
conditions, the extraordinary step of 
obtaining, much earlier than usual, all 
available 1956 fire and extended cov- 
erage experience figures was being 
taken and this information would be 

(CONTINUED ON PAGE 39) 
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HieNATIONAL UNDERWRITER 


NAIC Executive Committee Meets At Chicago 


(CONTINUED FROM PAGE 1) 


amicus curiae briefs contending that 
the government is preempted from act- 
ing on its anti-trust charges because 
the local agents fall under the insur- 
ance code and are exempted from 
prosecution under the terms of the 
McCarran act (PL 15). 

The Zone 6 resolutions were pre- 
sented to the executive committee by 
F. Britton McConnell of California, the 
zone vice-chairman, who _ prefaced 
them with the comment that they are 
the “natural, inevitable response of the 
commissioners” to a situation which, 
he said, is not unique but requires 
concentrated attention. The commis- 
sioners have been looking at adverse 
fire and casualty results for a number 
of successive quarters, Mr. McConnell 
remarked, and this is an indication of 
things fundamentally wrong, needing 
correction. The Zone 6 meeting, he 
explained, was highlighted by a lunch- 
eon of commissioners and presidents of 
companies in the zone. The commis- 
sioners thus had a chance to talk over 
problems with the persons holding ul- 
timate responsibility. It was out of dis- 
cussion at this luncheon that the zone 
resolutions were developed. 


Mr. McConnell said the resolutions 
were being presented to the executive 
committee as a picture of current con- 
ditions. The matter of adverse under- 
writing experience brings up the ques- 
tion of company performance under 
the rating laws. The losses shown in 
the California compilation of six month 
results “are of such proportions that 
they cannot be sustained without dan- 
ger to the public,” he declared. He said 
the analysis of company experience 
will be extended by his department 
through the third quarter and will be 
available to commissioners prior to the 
December meeting of NAIC at New 
York. 

The zone resolutions called for an 
end to five year term contracts “im- 
mediately,” a permanent industry com- 
mittee to make suggestions on rating 
matters, the setting up of a similar 
committee for auto, the industry to 
take steps to curtail “free insurance” 
developing out of flat cancellations, and 
for NAIC to give consideration at the 
next meeting to modification of rating 
formulas to take into account trend 
factors. 

Mr. Hargrett’s statement of IRIC 
plans for changes in rating formulas 
was read in the nature of reaction to 
the resolutions. Details of his statement 
are repnrted elsewhere. 

J. R. Barry in his remarks said the 
whole economy of the United States 
is involved in the experience of the in- 
surers. A loss of $147 million can’t oc- 
cur without being serious, he added. 
If the situation doesn’t improve, Mr. 
Barry declared, he intends to recom- 





American Appoints Two 
At Rockford Branch 


David W. Gabriel has been appoint- 
ed production supervisor and Vern W. 
Lewallen hail special agent in the 
farm crop-hail regional office of 
American at Rockford, III. 

Mr. Gabriel entered insurance with 
Home in 1948, serving as hail super- 
Visor until 1956. Mr. Lewallen was 
Previously with Shaw-Walker Corp. 
and Western Rubber Co. 





All American Life & Casualty of 
Chicago has been licensed in West 
Virginia and Washington and is now 
licensed in 22 states. 


mend to his stockholders and directors 
that the C. & R. companies be liqui- 
dated. 

The solution to the underwriting 
problem has to be at the top level, 
Mr. Barry asserted. Department tech- 
nicians who usually handle rating mat- 
ters will have to speed up their deci- 
sions or be bypassed. The law allows 
insurers to a reasonable profit “with- 
out having to go on bended knee to 
get it.” It is the duty of the commis- 
sioners, he went on, to see that the 
companies get their due under the law. 
The situation is known and the answer 
is known, Mr. Barry said. The compa- 
nies take in so much and they pay out 
so much, and if they pay out more 
than they take in the companies are in 
trouble, ‘“‘and that’s where we are to- 
day.” 

. ae . 

He proposed taking 1956 and 1957 
experience, making adjustments to 
bring the business of those two years 
in line with current rates, and then re- 
figuring the business on the basis of 
those rates and charge the necessary 
increase in rate needed to all classes. 
The commissioners, he commented, 
need not worry about giving the in- 
surers an excessive rate, they can call 
for a review at the end of a year and 
get a reduction. If the rates have been 
excessive the money can be returned 
to insured proportionately out of un- 
earned premium. 

Those who have looked at annual 
statements know, Mr. Barry averred, 
that there are “any number of com- 
panies” that “can’t go on much longer.” 
They may last a year or two, but if 
there is no improvement, they will 
have to quit, and a year or two “isn’t 
very long.” 





New Life Company In S. C. 


National Savings Life has been or- 
ganized as a subsidiary of National Fi- 


delity of Spartanburg, S.C., which 
writes fire and casualty lines in seven 
southeastern states. 

The life company, licensed to write 
all life coverages, will have its home 
office in Spartanburg. Officers are the 
same for both companies. A. D. Cubb 
Jr. is president and chairman. 





North British Employes 
Assn. Elects Schroeder 


In New York, at the annual meeting 
of Norbrit Guards, 25-year employe 
association of North British group, F. 


G. Schroeder was elected president, 
R. O. Meyer, vice-president; Cora Ker- 
ler, secretary, and Maude Henderson, 
treasurer. Mr. Schroeder is special 
agent in the metropolitan department. 
Members of the executive committee 
elected were J. Harper and W. Leo- 
pold. S. J. Currie, retiring president, 
presided. The Norbrit Guards will hold 





their annual dinner Nov. 14 at the 
Hotel Ambassador in New York. 
American Casualty has moved its 


New York branch to new quarters at 
123 William street. 
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* Long experience 








CASUALTY . 


An office in your area led by a team: 


FIRE 





* Vigorous planning 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


Detroit, Michigan 
a MARINE ° 


Standard Accident Branch Office—Pittsburgh, Pa. 


CAPABLE OF HANDLING YOUR MANY PROBLEMS 


Sales development, underwriting, office management—whatever your problem, chances 
are the Standard office near you can help you handle it. That’s because the men heading 
Standard’s offices throughout the country average over 25 years in insurance experience— 
experience that has brought them a certain sureness and skill in solving difficult problems. 


* Proven agency relations 


FIDELITY ° 





SURETY | 






























American Equitable Assurance Company 


of New York 
Organized 1918 








Globe & Republic Insurance Company of America 
Established 1862 







Merchants and Manufacturers Insurance Company 


of New York 
Organized 1849 







New York Fire Insurance Company 






Incorporated 1832 








Corroon & Reynotps Group 
92 William Street, New York 38, N. Y. 
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R. I. Agents Reelect 
Lowrey, All Others 
At One-Day Annual 


Rhode Island Assn. of Insurance 
Agents, at the annual meeting in Prov- 
idence, reelected President Frank J. 
Lowrey, Pawtucket, and all other of- 
ficers, including five regional vice- 
presidents. Approximately 375 mem- 
bers and guests attended the one-day 
meeting. President Lowrey reported 
for the administration and John F. 
Kirby, Woonsocket, state national di- 
rector, submitted a report of NAIA 
activities during the last year. 

The educational feature of the meet- 
ing was a talk by William H. Brewster, 
automobile division manager of Na- 
tional Bureau of Casualty Underwrit- 
ers. He discussed coverage under the 
new family protection endorsement. A 
presentation of the NAIA advertising 
program was made by Neal E. Tonks, 
merchandising and marketing director 
of Doremus & Co., New York advertis- 
ing agency handling the program. 


Preceding the annual banquet, Presi- 
dent Lowrey awarded plaques to 11 
living past presidents of the associa- 
tion in recognition of their service to 
it while in that office. Speaker at the 
banquet was William O. Woodland, 
editor of the Standard. 

Among the subjects President Low- 
rey mentioned in his report was the 
association’s statewide advertising 
program. The first to be undertaken 
by the 57-year-old group, the program 
was financed by voluntary contribu- 
tions. This program was without a 
doubt the most outstanding accom- 
plishment of the association during the 
year, he said. It consisted of a series 
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Urge Broader Health 
Insurance Coverages 
In Rural Sections 


Broadened health and medical in. 
surance programs were urged at the 
annual rural health conference spon- 
sored by North Carolina Medical So. 
ciety at Raleigh. 

Voluntary health insurance in the 
future should place more emphasis on 
coverage for catastrophic illnesses, ac- 
cording to Mrs. Charles Sewell of Ot- 
terbeia, Ind., women’s leader of Na- 
tional Farm Bureau. She also called 
for elimination of compulsory retire- 
ment at age 65 because “the heaviest 
load of all is having nothing to carry.” 

Dr. Hugh A. Matthews of Canton, 
N.C., said 54% of the state’s population 
is covered by some form of A&S. The 
remaining 46% may be the most dif- 
ficult to cover. 

E. Y. Floyd of Raleigh, a leader in 
farm organizations, said insurance 
coverages must be geared to meet the 
present incomes of more people. He 
urged greater efforts in the health ed- 
ucation field. 

Speakers cited the need for more 
health and medical insurance coverage 
in rural areas. 





of newspaper advertisements empha- 
sizing the services performed by the 
local independent insurance agent. 
The advertisements appeared in seven 
of the state’s leading newspapers dur- 
ing January-July this year. 

President Lowrey noted the success 
of the program but said that it has 
been suspended due to a decision by 
directors of the association to concen- 
trate on participation in the NAIA 
program. 

























IT IS A PRIVILEGE--- 


On the Occasion of the 58th Annual Convention 


of the 
ILLINOIS ASSOCIATION OF INSURANCE AGENTS 
to announce our entry into the general insurance field in Illinois. We are a multiple-line stock 
company, operating 100“ under the American Agency System. We solicit inquiries for desirable 
local agency connections throughout the state (except Cook County and extreme southern Illinois). | 


We also are seeking to employ two special agents for this territory. 


Address Inquiries to 


CONSOLIDATED INSURANCE COMPANY 
Consolidated Building 
115 North Pennsylvania Street 
Indianapolis, Indiana 


FIRE e INLAND MARINE e GENERAL CASUALTY e HOMEOWNERS 


WORKMEN’S COMPENSATION @¢ AUTOMOBILE 
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Marine Forum Hears 
Chubb On Problems 
In The Nuclear Age 


Speaking before American Marine 
Insurance Forum in New York City, 
Percy Chubb II, partner in Chubb & 
Son and president of American Insti- 
tute of Marine Underwriters, discussed 
the problems marine underwriters face 
in the nuclear age. 

He emphasized underwriters have 
not yet reached any firm conclusions 
on these new problems, but are making 
every effort to define the fields within 
which research is required in order to 
allow them to operate safely and prof- 
itably in the future. 

. . . 

American Institute of Marine Under- 
writers has established a committee on 
nucleonics. This committee currently 
has before it at least five problems: 
Study of the whole area of nuclear 
marine insurance and liaison with the 
government, as well as with other 
branches of insurance; development of 
procedures for appraising and under- 
writing hull and P&I builders risks; 
the establishment of similar procedures 
for hull and P&I navigating risks; 
analysis of the special hazards involved 
in cargoes carried on atomic powered 
vessels; and analysis of hazards to con- 
ventional hulls and cargoes exposed to 
atomic hazards by collision with atomic 
powered ships or otherwise. 

With regard to damage to atomic 
powered vessels, he said it will be 
necessary to cover under hull policies 
perils arising from nuclear installation. 
These include both damage of a con- 
ventional nature to the hulls by reason 
of the rupture of the reactor or related 
mechanism, or the release of heat, and 
damage to the hulls by contamination, 
involving either total loss, replacement 
of parts, or decontamination. Insurance 
of atomic powered vessels will proba- 
bly also include special problems in 
the area of constructive total loss due 
to the enormous enhancement of any 
repair costs arising from the necessity 
of extreme decontamination. 


A new problem arises, however, in 
the field of third party liabilities, in- 
cluding not only P&I but also third 
party liability under the collision 
clause of the hull policy. Such cover- 
ages he noted, involve special ques- 
tions as to atomic powered vessels: The 
probable requirement of abnormally 
high limits; the question of pyramiding 
of liability, and the problems of third 
party liability arising from varying na- 
tional laws. These national laws may 
affect not only questions of admiralty 
but also of civil law to the extent that 
products liability is brought into any 
litigation, Regarding this, he pointed 
out that the Office for European Eco- 
homic Cooperation is currently engaged 
In the preparation of a draft treaty in 
the hope of standardizing legal pro- 
cedures in such situations and in the 
hope of avoiding multiple litigation in 
Many «countries. 

A second area of problems which 
arises out of the nuclear age is the 
Msurance of cargoes which in them- 
Selves are radioactive, Mr. Chubb de- 
clared. These would include so-called 
Special nuclear materials” (i.e. fis- 
sionable material) and also isotopes. 
It is the preliminary judgment of 
many underwriters that this area does 
hot present the greatest difficulties in 
the area of cargo insurance. The prob- 
lems of Special packing and handling 

hdoubtedly will arise, but basically 

do not differ from the type of 
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problems with which underwriters are 
confronted in dealing with other new 
and unusual commodities or merchan- 
dise. 

The final area is the insurance of 
non-atomic marine property, both hull 
and cargo, which may be exposed to 
atomic perils. This may well be the 
most hazardous feature of the whole 
problem in view of the immense values 
of non-nuclear property which may be 
subject to such exposure. 


R. O. Matson Named 
Head Of Illinois 


Inspection Bureau 


R. O. Matson, assistant manager, has 
been appointed acting manager of IIl- 
inois Inspection Bureau, filling the va- 
cancy created by the death of R. K. 
Phelps. 

Mr. Matson has been in charge of 


ll 


in 1923 with a degree in fire protection 
engineering and joined Underwriters 
Laboratories. Later he was with Ohio 
Inspection Bureau and the Chicago 
Board before joining Illinois Inspec- 
tion Bureau in 1930 as assistant man- 
ager. 

He will be assisted by Halvard T. 
Johnson, who has been superintendent 
of rating. Mr. Johnson has been with 
the bureau since graduating from IIli- 
nois Tech in 1928, except for six years 








Mr. Chubb said there is first the ex- various divisions of the bureau for 27 when he was engaged in industrial 
(CONTINUED ON PAGE 22) years. He graduated from Illinois Tech fire protection. 
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176 BROADWAY + NEW YORK 38, N.Y. 


Write Department N for full information and quotations 


Plants: Boston ¢* Danville, Illinois 





¢ Toronto, Canada °¢ 








Chicago Sales Office: 223 West Jackson Boulevard 
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PLM Tips 
and Topics 
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@ There is a sales maxim that reads: Your best prospect is your 
present customer. In terms of the local agency it might well read: 
Your first source of increased premium income is your list of 


present clients. 


@ You are facing a new fall and winter season. Your policyholders 
are back from vacation and settled in. Now is the ideal time for 
them—and you—to review their insurance coverage. 


@ Some agents tell us they plan to open up the question of adequate 
pretection through a personalized letter calling attention to the 
increased cost of re-building and replacement, and quoting local 


figures. 


e@ Then they'll go on to suggest a meeting to discuss these inflated— 
and still mounting—costs, in the light of the present face amount 


of their clients’ policies. 


@ You yourself no doubt keep closely informed on building material 
and labor costs in your community and will be able to guide your 
clients to a reappraisal and rewriting of their policies. 


@ The time for you and your clients to determine whether or not 
they have enough insurance is now—not after a loss occurs. 


e@ Thus you will do something even more important and profitable 
in the long run than win new clients—you will hold old ones. 


PLM OFFERS YOU: 


COMPLETE COVERAGE of fire and allied lines, including 
these currently most-wanted coverages—the popular money- 
saving Homeowners, Inland Marine, and Extended Coverage. 
Why not get in touch with us now about representation—while 
you think of it. It could turn out to be one of the most profitable 
contacts you ever made. 


plm 


ENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building @ Phila. 7, Pa. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


___ Branch Offices in New York, Los Angeles, Charlotte, N.C. 








Our 25th Yoar 


A. E. StrupwIick Co. 


Reinsurance 


810 BAKER BLDG. 
MINNEAPOLIS 2, MINN. 
FEDERAL 9-5847 


208 SOUTH LASALLE ST. 
CHICAGO 4, ILLINOIS 
CENTRAL 6-9141 
A. E. STRUDWICK, PRES. 


W. H. KERN, V. P. 
D. A. TAYLOR, V. P. 


H. A. GOETZ, V. P. 


J.L. KING, J.C KUNCHES, V. P. 





New Executive V-P 
For Marine Office 


Marine Office of America has ad- 
vanced Perry M. Fenton to executive 
vice-president and named him to fill 
the general administrative post at the 
New York head office recently left 
vacant by the death of Charles J. 
Haas. He has been first assistant to 
R. D. Sullivan, resident vice-president 
in the western department at Chicago. 

Marine Office also has promoted 
Edward J. Wolfe from claims manager 
to vice-president of claims at New 
York and Stanley L. Bodman from 
manager at St. Louis to assistant 
tmanager and second in command at 
‘Chicago. 

Mr. Fenton joined Marine Office at 
{Chicago in 1931 and has served in 
various posts there since, with the ex- 
ception of time spent in the navy dur- 
ing World War II. Mr. Wolfe has been 
with MOA since 1926, Mr. Bodman 
si 1931. 


The Fund May Apply 
For Rehearing On 
Subpoena Of Records 


Fireman’s Fund is “giving consider- 
ation to applying for a rehearing by 
the Supreme Court” with regard t« 
the decision upholding the right of 
Federal Trade Commission to subpoe- 
na the records of insurance compa- 
nies, as reported last week. 

Raymond T. Ellis, vice-president in 
charge of casualty for Fireman’s Fund 
Indemnity, acting for President James 
F. Crafts, said in a statement issued 
following the court’s opinion: 

“When our company was cited for 
alleged misrepresentation in A&S ad- 
vertising, we said we would be pre- 
pared to contest the allegations when 
the question of jurisdiction was re- 
solved. Any other course at the time 
would, in our opinion, have placed us 
in the position of aiding in the break- 
down of insurance regulation by tacit!v 
admitting federal jurisdiction which 
was clearly not the intent of Congress 
when it passed public law 15. 


“The opinion handed down by the 
Supreme Court does not resolve this 
question. Rather, it merely establishes 
the legality of the subpoena issued h 
FTC. Still to be secured is a judicial 
determination of our contention that 
Congress placed the regulation of in- 
surance under state laws and that the 
commission has jurisdiction only ‘to 
the extent that such business is not 
regulated by state law.’ 

“We are giving consideration to ap- 
plying for a rehearing by the Supreme 
Court; however, should the court’s 
latest decision become final we will, 
of course, cooperate to bring the com- 
mission’s hearing to a prompt conclu- 
sion.” 


Pa. Lumbermens Mutual 


Names Two Resident V-Ps 


Pennsy!vania Lumbermens Mutual 
has advanced John J. Henry, mana- 
ger of the middle Atlantic-New Eng- 
land division at Philadelphia, to resi- 
dent vice-pres.dent of that area and 
Frank A. White, southeast division 
manager at Charlotte, N. C., to resi- 
dent vice-president there. 

Mr. Henry will have charge of a 
13-state territory from Maine to Vir- 
ginia. inclivd-ng the District of Colum- 
bia. Mr. White will direct operations 
in North and South Carolina Tennes- 
see, Kentucky, Georgia, Alabama and 
Florida. 
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“May JI : | A 
Whrd With hea?” 


Buckeye 
Union Com- , 
panies are 
agency- 
minded com- 
panies, and 
we're going 
to stay that 
way. 

We have 


made grea! 


MR. JONES 


strides for- 

ward during the past 39 years. 
The main reason for this progress 
has been our whole-hearted sup- 
port of The American Agency 
System. We know that, and we're 
not going to change our operat- 
ing princip'es, | promise you. In 
the future, we intend to continue 
and emphasize even more 
strongly our support of the Inde- 
pendent Local Agent. 


We are not interested in sell- 
ing Buckeye Union policies—we 
want to sell the public on buying 
their insurance from Buckeye 
Union agents. We know we'll get 
our share of this business from 


our agents. 


To make sure, we give excel- 
lent claim service, provide the 
best of field service, make avail- 
able competitive rates and broad 
policies. If we were his fifth lead- 
ing company in 1956, we want to 
be fourth this year and third next 
year. We help our agents as much 
as possible. In return, they'll help 
us, we know. 


If you'd like to hear more about 


our fast-growing, multiple-line 
companies, get in touch with our 
Agency Superintendent or our 
branch office nearest you. We 
are currently operating in Ohio, 
Pennsylvan‘a, Indiana, Michigan, 


Kentucky and West Virginia. 


F. E. Jones 


PRESIDENT 


BUCKEYE UNION 
INSURANCE COMPANIES 


Fire —Casualty 


Columbus 16, Ohio 
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Harttord Fire Group 
Completes Move To 
New Quarters In N. Y. 


Hartford Fire has completed the re- 
location and consolidation of its New 
York City operations in a new office 
puilding at 123 William street. The 
companies occupy more than 140,000 
square feet of space on eight floors of 
the 26-story office structure just built 
in the heart of New York’s insurance 
district. 

The shift consolidates offices for- 
merly maintained at five separate 
New York City locations by member 
companies of the group—Hartford Fire, 
Hartford Accident, Hartford Live- 
Stock, Citizens of New Jersey, North- 
western F.&M., Twin City Fire, and 
New York Underwriters. 

The new quarters house the New 
York department of all companies and 
also serve as the home office of New 
York Underwriters. 

Although certain internal functions 
and departments have been combined 
into single units, the fire, marine, cas- 
ualty, and fidelity and surety bonding 
divisions will continue to provide spec- 
ialized service and assistance. 





Set N. Y. Department 


Hearing On Legislation 


The New York department will hold 
an informal public hearing on pro- 
posed casualty, fire and marine in- 
surance legislation Oct. 30 in New 
York City, 

Among proposals to be considered 
is an amendment of the insurance law 
which would prohibit fire and casual- 
ty insurers and their agents from tak- 
ing part in plans in which insurance 
policies are given away as “tie-ins” 
with real estate and automobile sales, 
and other such programs; and an 
amendment of the vehicle and traffic 
law to permit the deduction of divi- 
dends paid to policyholders from gross 
direct auto BI premiums in the report 
—filed with the commissioner of motor 
vehicles—used for computing assess- 
ments to defray the expense of ad- 
ministering the motor vehicle finan- 
cial security act and the safety re- 
sponsibility act. 

Also on the agenda are proposals 
which would: 

—Limit to two years the period for 
which any domestic insurer, other 
than a life company, may enter into 
an agreement with any officer, direc- 
tor or employe regarding salary, com- 
pensation and other imbursement for 
services rendered or to be rendered. 

—Permit deposits of securities to be 
held by the superintendent of insur- 
ance in bearer form rather than reg- 
istered form as presently required. 
This proposal also would permit such 
deposits to be made with a bank or 
trust company or national bank in 
New York state for the account of the 
Superintendent rather than being 
placed in his custody at Albany. 

—Prescribe that the reserve for un- 
earned premium be kept separate and 
apart from all other funds and that it 
at all times be deemed a trust fund 
for the benefit and security of all pol- 
icyholders. Title insurers would be ex- 
empted. 


Indianapolis Mariners 
Elect Heare As Skipper 


Max M. Heare, Western Adjustment, 
has been elected skipper of the In- 
dianapolis Mariners at the first an- 

al fall meeting at Peru. Other of- 
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ficers are: Charles G. Lyden, Home, 
Ist mate; Henry W. McCusker Jr.., 
Royal-Globe, purser-yeoman; and Jack 
E. Dinnsen, Aetna Casualty, master- 
at arms. 

The Babaco Alarm golf trophy went 
to Charles S. Gleason, Marine Office, 
who is the retiring skipper. 





Nationwide Mutual has appointed C. 
Paul Patterson state sales manager for 
Kentucky. He has been with the com- 
pany since 1948, most recently as pro- 
duction supervisor for West Virginia 
with headquarters at Charleston. 


Stewart, Smith (II1.) 
Names Two Directors, 


Six Unit Managers 

Stewart, Smith (Ill.) has appointed 
F. Kenneth Hinton and George H. 
Macintosh directors. Officers now are: 
George J. Stewart, president and di- 
rector; G. H. Johnson vice-president 
and director in charge of the casualty 
department; G. DeWitt Holcomb Jr. 
vice-president and director in charge 
of aviation; Mr. Hinton treasurer and 
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director in charge of. production; 
Charles F. Hughesdon director; Mr. 


Macintosh director and also director 
of the associated offices of Stewart, 
Smith & Co. Ltd., London Lloyds brok- 
ers, and R. A. Snyder secretary. 


Named department managers are D. 
P. Kelley, casualty; M. Barger, fire; 
C. C. Mule, aviation; A. C. Wynne, 
accident and ocean marine; R. A. Sny- 
der, accounting and statistical, and 
H. H. Price, claims. 
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housewife finds a 
package worth over 


$125,000.00 


Sure it’s still a man’s world. But we've also 
found that the ladies are quick to recognize 
outstanding success opportunities in the 
accident and health field. 


One example among the many agents on our 
roster of star salespeople is a housewife 
who specializes in the sale of Combined’s 
Union Labor Plan. Applying Com- 
bined’s specialized sales training 


in coordination with our tailor- 
made merchandising materials, 
the lady is well on her way to 
earnings of over $125,000.00 in 
the next ten years. After that, 
renewals will pay her a retire. 
ment income of over $1000 a 
month. 


A man’s world? Of course. Hun. 


dreds of other agents are doing as 
well or better with Combined plans. 

It will pay you to inquire about them 
now. Do it today by mailing the coupon. 
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Combined Insurance Co. of America, Dept. 111 | 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please rush me details on what | 











TH iS Combined package plans can do for me. | 
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Convention Dates 


Oct. 27-29, Illinois Assn. of Insurance Agents, M ; 
annual, Pere Marquette hotel, Peoria. 
Oct. 27-29, Missouri Assn. of Insurance Agents, ’ ‘ 


annual, President hotel, Kansas City, Mo. 
Oct. 28-30, Ohio Assn. of Insurance Agents, an- & C0 
nual, Commodore Perry hotel, Toledo. m 
Oct. 30, Connecticut Assn. of Insurance Agents, 
annual, Statler hotel, Hartford. 











on Nov. 7, Insurance Federation of New York, an- * REINSURANCES 
Did you nual, Waldorf-Astoria hotel, New York City. 
Nov. 7-8, Michigan Assn. of Mutual Insurance 
Agents, annual, Statler hotel, Detroit. bd SURPLUS LINES 







Nov. 15, American Marine Insurance Clearing 
House, annual, New York City. ® EXCESS COVERS 
Nov. 17-19, Kentucky Assn. of Insurance 
Agents, annual, Kentucky hotel, Louisville. + OCEAN MARINE 
Nov. 17-20, Indiana Assn. of Insurance Agents, 
annual, Claypool hotel, Indianapolis. 
Nov. 18-19, Illinois Assn. of Mutual Insurance 
Agents, annual, Orlando hotel, Decatur. 


Nov. 19-20, Wisconsin Federation of Mutual Llopd’s, London 


Insurance Companies, annual agents con- 
vention, Schroeder Hotel, Milwaukee. 175 W. Jackson Blvd. Chicago 4 


Nov. 21-22, Casualty Actuarial Society, an- 
nual, Sheraton hotel, Philadelphia. WAbash 2-7681 Cable - Sadlerco 


Nov. 21-22, Mutual Insurance Agents Assn. of 
New England, annual, Somerset hotel, Boston. TWX CG 1659 


Nov. 30-Dec. 1, Montana Assn. of Mutual 
Agents, annual, Northern hotel, Billings. 
Dec. 6, Insurance Accounts Assn., New Yorker 

hotel, New York City. 


Dec. 11, Eastern Underwriters Assn, annual, 
Biltmore hotel, New York City. 
1958 
May 1-3, Louisiana Assn. of Insurance Agents, 
annual, Edgewater Gulf hotel, Edgewater 
Park, Miss. 


May 22, Midwestern Independent Statistical 
Service, annual, Bismark hotel, Chicago. 


June 11-12 Wisconsin Assn. of Mutual In- 
surance Agents, annual, Schwartz hotel, 
Elkhart Lake. 


Asks Dec. 31 Ala. Report 


Gov. Folson of Alabama has asked 
the committee recently created to 
study the state’s insurance laws to 
complete its study by Dec. 31. Such a 


study has required 12 to 18 months for Since this, Baltimore's largest hotel 
completion in other states. Conjecture , 


is that the governer tanx: geen bis is normally favored by most visitors, 
own plans for revising the insurance we suggest that you write or tele- 
laws for adoption by the committee type BA263 for reservations. 
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NAII Votes NACCA Counter Action At Convention 


(CONTINUED FROM PAGE 1) 


derwriters of St. Paul; H. O. Hirt, 
president of Erie Exchange, and A. 
Grant Whitney, vice-president of Belk 
Stores Reciprocal. 

J. Carl Suverkrup, secretary-treas- 
urer of Wabash Fire & Casualty, was 
renamed secretary, M. S. Dougherty 
Jr., president of Audubon, treasurer, 
and Vestal Lemmon, general manager. 

w. A. Brooks, vice-president of Ore- 


company being able to use the figures 
from an advisory or rating organiza- 
tion unless it were a subscriber or 
member, The department took the po- 
sition that once filed, the statistics 
become public and are available for 
the use of all. 

Abraham I. Harkavy, Newark at- 
torney, discussed his fight against the 
propagation of the idea of comparative 


negligence. He said comparative neg- 
ligence is being advocated country 
over. It is a promotion of NACCA and 
is a bad doctrine. However, NACCA 
is well organized, it is pushing the 
idea in legislatures, bar associations 
and in the press, and the idea is a 
real threat. 

Insurers can do a job selling the 
people on ideas that insurers are try- 
ing to get the legislators to put into 
legislation, Jarrard Secrest, state sen- 
ator in Texas, said in discussing “The 
Policyholder’s Stake in Flexible 


Es) 


Rates.” The flexible rating bill in Tex- 
as, he said, is sound in principle and 
it will be pushed in the next session. 

Mr. Secrest observed that insurance 
people ought to Know that a bill has a 
reasonable chance of success. Legis- 
lators do not like to back losers all the 
time. Also, the legislator would like 
some support when he needs it, and 
the business should plug for legisla- 
tion or the idea of it when the legis- 


lature is not in session so it gains 
public acceptance. 
Many insurers today find them- 





gon Automobile, and Irving J. Maur- 
er, treasurer of Farmers Mutual Au- 
tomobile of Wisconsin are new mem- 
pers of the governing board. 

The program of the convention em- 
phasized panels. There was one on the 
present day road for the independent 
filer, which is treated separately; one 
on four aspects of legislative activity; 
a third on current insurance company 
investment trend, and a fourth on 
traffic safety activities. Jennings 

% Randolph, assistant to the president of 
Capital Airlines, was the Thursday 
luncheon speaker, and Kenneth O. 
Force, executive editor of THE NATION- 
aL UNDERWRITER, spoke Thursday 

morning on “The Neglected Art of Un- 
| derwriting.” 


B. E. Harkey, speaker of the Okla- 
homa house was grounded at Kansas 
City on his flight to Chicago and was 
unable to appear on the legislative 
| panel. Commissioner Hunt replaced 
him on the program. Mr. Hunt pointed 
out that his department follows the 
philosophy that if what insurers want 
to do is in the interest of policyholders, 
if it isn’t against the law, and if the 
company can swing it, “we let them 
swing it in Oklahoma.” 

Donald Schaffer, assistant general 
counsel of Allstate and former deputy 
in charge of the insurance code re- 
vision for the West Virginia depart- 
ment, discussed the responsibilities of 
the insurance business for such code 
revisions over the country. He said 
that if a state’s insurance code is out 
of date, the business ought to urge a 
revision; it should support the depart- 


ment’s efforts to get such revisions, rs. Ses aan eae 


and it should be available at all stages , a ee 


eB | \ C « ca a a ih 


on the air for you...CBS RADIO 
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hotel, 
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‘ He cautioned insurers not to meas- 
» ure their participation in code revi- 
sion by the size of the state. Codes 
have a way of moving from state to 
state, as respects ideas, language, etc. 
This makes every code revision im- 
portant even to companies not licensed 
in the state that is revising its code. 
The language in the Washington code 
subsequently was adopted to a great 
extent in other states. 

States presently planning code re- 
visions or in the process of revision 
include Alabama, Arkansas, Connecti- 
cut, Florido, Idaho, Montana, Oregon, 
South Dakota and Wisconsin. He called 
attention to the development of an 
operations manual by the Michigan 
department, which he described as a 
good piece of work outlining the func- 
tions, procedures and policies of the 
Geeriment in respect to various mat- 
ers. 

He Said that in West Virginia the 
business discharged its revision 
obligations very well. However, the 
board and bureau companies sought 
to inject several items into the code 
which were rejected. One idea was 
that rating bureaus be given a proper- 
ty right in their statistics with no 





PLUS Powerful Advertising in America’s Favorite 
Magazines— The 19,700,000 readers of THE SATURDAY 
EVENING Post have been added to the millions of insur- 
ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 
TIME and other leading publications reaching a total of 
52,476,000 readers! This tremendous combination of 
magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identify your agency 
as the one that readers and listeners in your area are 
being urged to see. 


* THE HOME * 


C Craurwuce Company 
FIRE ° AUTOMOBILE ° MARINE 
Home Office: 59 Maiden Lane, New York 8, N. Y. 


THE HOME INDEMNITY COMPANY 
Casualty Insurance «+ Fidelity and Surety Bonds 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your ageney—on 
the same CBS Radio stations your prospects tune 
in to hear their favorite comedian. Your local CBS 
Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 
bring you. 
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selves in a straight jacket with respect 
to investments, Shelby Cullom Davis, 
New York insurance investment spe- 
cialist, pointed out as moderator of the 
panel on insurer investment policy. 
Heavy underwriting losses and higher 
premium income due to rate increases 
make conservatism—bonds—impera- 
tive, he declared. Yet the decline in 
the stock market has made common 
stocks more attractive than in years. 

For new money he counseled invest- 
ment in short term bonds until the 
underwriting skies have cleared, Then, 
so far as possible, with a return of 
underwriting profits, these bonds 
should be exchanged for high grade 
common stocks. Insurers that are able, 
and willing, to place policyholders sur- 
plus in common stocks will fare best 
over a period of years in this age of 
inflation, he said. 

. ° ° 

John D. Wooledge, investment vice- 
president of State Farm Mutual; A. T. 
Bolfing, treasurer of Transit Casualty, 
and Dr. Lincoln Hall, head of the in- 
vestment advisory department of Fi- 
delity-Philadelphia Trust Co., Phila- 
delphia, discussed various aspects of 
the insurer investment situation. 

Mr. Wooledge observed that mutuals 
have to maintain a very nice balance 
between tax exempts and corporate 
bonds because their federal tax is 
based on investment earnings or un- 
derwriting profits, whichever is larg- 
er. 

When money is easy, he said, and 
bonds are high in price, the yields are 
low, and his company buys short term 
bonds, say 10 to 15 years, with an 
average of around 12. However, in a 
tight money market, as now, State 
Farm buys longer maturities, up to 25 
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years, say. It tries to get non-callable 
features and won’t buy any corporate 
bond unless it is not callable for at 
least 10 years. 

Marketability often is over-empha- 
sized, Mr. Wooledge commented. When 
the insurer goes to sell it often finds 
there is no market for the bond unless 
it wants to pocket a loss. However, a 
company can buy so that it has built 
in liquidity, by buying maturities that 
will effect the desired result. 

How do insurers buy common 
stocks? Hit or miss, when the market 
looks good, or by formula? State Farm, 
he said, uses a dollar average plan. It 
goes into the market with so many 
dollars and puts its money to work. If 
the market is high, it gets a smaller 
number of shares. if the market is 
low, it gets a greater number of shares. 

Dollar averaging eliminates the ne- 
cessity of timing based on judgment, 
which is never too successful anyway, 
he said. Dollar averaging is the best 
plan for the institutional investor. It 
is flexible to this extent, the insurer 
doesn’t have to buy, always, the same 
stocks. It can drop or add a stock. 

Preferred stocks are a hybrid secur- 
ity, he said. They have a fixed income 
but the buyer does not get the benefit 
of the growth and earnings of the 
company. State Farm uses preferreds 
for tax purposes, when it is paying 
federal income tax on its investment 
income. It thus gets the 85% exemp- 
tion and a 1% point advantage over 
municipals and about-three points over 
bonds. 

Mr. Bolfing said the insurer is pri- 
marily a trustee of the policyholders’ 
premiums. Consequently all its liabil- 
ities should be covered by cash and 


bonds. That done, the company has a 
good deal of flexibility in investing 
capital and _ surplus. An_ insurer 
shouldn’t be overexposed in common 
stocks if it writes a large amount of 
business in relation to poliyholders 
surplus—otherwise it is taking a 
chance in both underwriting and 
investing. 

In recent times insurers have tend- 
ed to reduce governments, and in- 
crease municipals with common stock 
holdings remaining about the same. 
There is an increasing interest in tax 
exempts. The current reduced avail- 
ability of funds for investment be- 
cause of the high loss ratios has af- 
fected insurer investment policy, in- 
asmuch as there has not been much 
increasing of common stocks held. 

The outlook ahead seems good, Dr. 
Hall said, both short and long term. 
The country has acquired in the last 
15 years a different type of financial 
structure, particularly in commercial 
banking, than it used to have. It is a 
stronger one. Also, the country is not 
committing the kind of financial 
crimes it used to, chiefly speculation 
via collapsible, unsupportable credit. 
That was the big sinner in the late 
1920s, and that kind of spectre does 
not face the country. Neither, he said, 
does the country face sterilization of 
purchasing power by the closing of 
banks. It would be amazing if a bear 
market developed without the forced 
selling situation that once was possi- 
ble. In other words, it is not possible 
now to induce a great wave of forced 
selling. 

Dr. Hall did concede that there 
might be an inventory recession in 
1958. If so, the result would be to 
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reduce the current pressure 
mand for commercial loans. 

For the long term, he added, with- 
out a war or some other major, un- 
predictable influence, the outlook js 
for growth. This is not speculative 
growth. The federal reserve will keep 
the lid on speculative sprees. But 
there are tremendous impulses in the 
direction of sound growth, chiefly the 
increase in population which will lead, 
in the next 15 years, to an estimated 
40% increase in the number of homes, 

Mr. Wooledge said that it seems 
safe to say that the economy no longer 
can fall apart all at once. In 1957 
there has been quite a decline in hous- 
ing starts, so 1958 should improve jn 
this respect and take up some of the 
slack in some other parts of the econo- 
my. The automobile business is op- 
timistic about 1958 but Mr. Wooledge 
uttered a word of caution. A strike 
could hit the automobile business and 
allied lines very hard. 

The stock market is not going to turn 
and go someplace, Mr. Wooledge be- 
lieves. However, there certainly should 
be no recession. The next major move, 
he thinks, will be upward. 

Mr. Bolfing said the federal reserve’s 
tight money policy and resultant rise 
in interest rates took some of the 
froth off inflation. Long term, there 
is an opportunity in stocks, where the 
available values are more reasonable 
in cost, in some fine growth industries, 


of de. 


In answer to a question, Dr. Hall 
said one thing that investment men 
look for when buying securities is 
management and especially whether 
the company has a method of getting 
in good young men who will constitute 
the management of the future. He also 
observed that smaller insurers do not 
have their own investment depart- 
ments and use other sources of coun- 
sel. His own firm provides such coun- 
seling at one-fourth of 1% on the first 
$500,000 and one-tenth of 1% on more 
than $500,000. 

Thomas C. Morrill, vice-president of 
of State Farm Mutual, was the moder- 
ator of the panel, “Time for Decision 
—How to Cut Traffic Accidents by 
One-Half.” Participants were Frank- 
lin M. Kreml, director of the transpor- 
tation center at Northwestern Uni- 
versity; Gen. George C. Stewart, ex- 
ecutive vice-president of National 
Safety Council; James P, Economos, 
director of the traffic court program of 
American Bar Assn.; William G. John- 
son, assistant general manager of Na- 
tional Safety Council, and Ray Ash- 
worth, director of Northwestern Uni- 
versity’s traffic institute. 

Mr. Morrill pointed out that $4 of 
every $5 in premiums written by NAII 
members comes from _ automobile. 
Members wrote $1.3 billion of auto 
business in 1956 and subscribers $387 
million. That is a big stake in traffic 
safety. 

The accident that doesn’t happen 
costs the insurers nothing, he ob- 
served. But traffic safety is a complex 
problem and requires organized, con- 
sistent and increased effort. However, 
there is capable leadership in the safe- 
ty field. 

Mr. Johnson pointed out how traffic 
accidents can be cut by half. Only 
adequate official programs can do this 
job; officials must have technical as- 
sistance and organized citizen support; 
and national traffic safety agencies 
must provide this technical assistance 
and develop the required citizen sup- 
port. The services of these safety agen- 
cies are inadequate, he said, and they 
must be improved, coordinated and 
expanded. ‘ 
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Tennessee Agents Endorse NAIA Ad 
Program, Elect S. H. Warner At Annual 


BY GEORGE A. WOHLGEMUTH 


CHATTANOOGA—B uilt on the 
theme “Advertising Is Selling,” the 
program of the 64th annual meeting 
of Insurors of Tennessee was devoted 
largely to discussion of the national 
advertising campaign of National Assn. 
of Insurance Agents and its most ef- 
fective implementation and coordina- 
tion at a state and local level with the 
Tennessee association’s “Insuror In- 
sured” campaign. Enthusiastic en- 
dorsement was given to the national 
program by adoption of a unanimous 
resolution that members make a con- 
tribution at least equivalent to their 
dues to the state association in its be- 

alf. 
’ Ss. H. Warner, Memphis, was elected 
president for the coming year, suc- 
ceeding W. P. Deese, Nashville, who 
was named chairman. Sam Arnold, 
Knoxville, Carl Smith, Jackson, and 
E. L. Adamson, Shelbyville, were 
elected vice-presidents; Addison Webb, 
Chattanooga, secretary, and W. L. Coo- 
per, Nashville, treasurer. J. H. Bandy, 
Nashville, was reelected state national 
director. Named directors of the agents 
group were Louis H. Patten, Cleveland, 
and Morgan Reynolds, Nashville. Com- 
missioner Northington of Tennessee 
was reelected honorary vice-president. 
Mr. Warner, who entered insurance in 
Philadelphia, is a vice-president of E. 
H. Crump & Co. of Memphis. He was 
president of Insurors of Memphis in 
1955. 


Through a constructive five-point 
program the association has headed off 
the agitation for compulsory automo- 
bile insurance in Tennessee, Mr. Deese 
stated in his administration report as 
president. This includes periodic re- 
examination for drivers licenses, a 
motor vehicle inspection law, a stricter 
and more uniform enforcement of traf- 
fic regulations, a stricter enforcement 
of the financial responsibility law, and 
driver training education in secondary 
schools. 

The agents adopted a constitutional 
amendment which puts the association 
on a calendar fiscal year basis for in- 
coming officers and dues. 

Slides illustrating the national as- 
sociation advertising program were 
displayed by Neill Tonks, marketing 
director, Doremus & Co., New York, 
who also explained the program in 
detail. M. B. Reynolds, Nashville, pub- 
lic relations committee chairman, in- 
troduced Mr. Tonks, who was assisted 
in the presentation by J. H. Bandy 
Jr., Nashville. 


A panel discussed the commercial 
property form and consisted of W. S. 
Ellis, fire manager Royal-Globe group, 
Chicago, as moderator, and H. J. Bles- 
ser, superintendent special lines de- 
partment, Hartford Fire group, Chica- 
g0, and J. W. Lenahan, agency super- 
intendent, America Fore group, Chi- 
cago. 

Two breakfast meetings opened the 
second day sessions, one for rural and 
small town agents with the discussion 
topic, “Workmen’s Compensation and 
Employers’ Liability Coverage for 
Farmers,” and the other for metropoli- 
tan and large line agents. John B. 
Wilson, Columbia, chairman of the 
rural agents group, led that discussion. 
The panel for the metropolitan agent 
included Messrs. Blesser, Ellis, and Le- 


nahan, who discussed the industrial 
property form which has not yet been 
approved in Tennessee. 

The “insuror of the year” award, 
presented annually by Cherokee Fire, 
went to M. B. Reynolds, Nashville, 
chairman of the public relations com- 
mittee. Edward Bailey, Memphis, re- 
ceived the F. E. McGlaughon safety 
plaque for his community activities in 
the interests of safety. The two awards 
were made at the annual banquet at 
which Gene Flack, Sunshine Biscuits, 
Inc., New York, was principal speaker. 

Jack C. Nisbet, president, Agricul- 
tural Selling, Columbus, O., gave a talk 
on “Selling Is Fun.” Charles Andrews, 
sales promotion director of Newspaper 
Printing Corp., Knoxville, was laid low 
by the flu and could not speak on the 
theme, “Advertising Is Selling.” 


Greetings were extended by Com- 
missioner Northington who also is hon- 
orary vice-president of the association. 

Committee reports were given by 
T. B. Schabel, Memphis, membership; 
J. R. Jackson Jr., Nashville, finance; 
F. E. McGlaughon, Kingsport, prop- 
erty; John Bailey, Knoxville, safety- 
accident prevention, J. B. Taylor, Chat- 
tanooga, legislation, and J. H. Bandy, 
Nashville, state national director. 

S. M. Robertson Jr., president, Chat- 
tanooga Insurors, extended a welcome 
to the host city. 

A resolution was adopted expressing 
the support and confidence of the as- 
sociation in Commissioner Northington 
and in his ability and integrity. Anoth- 
er resolution expressed deep apprecia- 
tion for the services of George L. Goss, 
manager, who is resigning, and assur- 
ing him of the best wishes of the asso- 
ciation for success in his further en- 
deavors. The resolutions were present- 
ed by Bertrand Stevens, Dyersburg. 


Md. Agents Elect Cash 
At Baltimore Annual 


(CONTINUED FROM PAGE 1) 
young and hungry ones—and the di- 
rect writers. 

About non-agency writers, current- 
ly billed as the number one competi- 
tion in the automobile field, he said 
that lower price, the factor responsible 
for their position, is something no 
agent can safely ignore, but empha- 
sized the real solution to the problem 
it creates is aggressive and effective 
salesmanship. 





. . . 
Cut-rate competition, especially on 
automobile coverages, has been 


around for more than 30 years, he 
said. But now a new look has been 
added. The principle factor in this 
new look is the dynamic, sustained 
and lavish advertising by the non- 
agency companies. The results ob- 
tained through the latter are proof of 
the tremendous value of following 
such methods in merchandising insur- 
ance today. In sharp contrast to this, 
he said, surveys show that the average 
independent agent suspends less than 
3% of his gross income for advertising 
of any kind. 

It is not enough merely to have 
agency service facilities available to 
the public, he said. These facilities 
must be identified with the particular 
agency and demonstrated and publi- 
cized in a dramatic and convincing 
manner so as to gain public recogni- 


tion and confidence. The value of the 
product itself must be emphasized so 
that there will be no doubt in the 
public mind that the brand of insur- 
ance purchased through a local inde- 
pendent agent is the best brand. He 
said that the new NAIA advertising 
campaign will have a tremendous im- 
pact on the insurance-buying public, 
and expressed confidence that mem- 
bers of the Maryland association will 
not want to miss the opportunity pre- 
sented by the campaign to set an ef- 
fective back fire against direct writ- 
ers. 

Dealing with agency service vs prof- 
it, he said it is imperative that an 
agent convince his clients that it is 
worth something to have his services. 
However, nothing tends te weaken 
this impression like the prevalent cus- 
tom of mailing out a renewal policy 
with a bill. This amounts to inviting 
competition to take the business, he 
said, adding “the fact that the top 
15% of accounts now receive the lion’s 
share of professional service dispensed 
by most agencies is the Achille’s heel 
of the present agency system. In sup- 
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port of a contention it is folly to over- 
look the fundamentals of customer 
service, he quoted an NAIA execu- 
tive’s opinion that every agent should 
consider price as a secondary factor. 
He should sell service as the prime 
factor in his business—and the price 
will not be too important if the service 
is of extraordinary variety. 

He said however, it is every agent’s 
responsibility in management to 
achieve a proper balance between 
agency service and net profit. 

Lack of executive time is one of the 
top most problems facing agents to- 
day. Therefore, the maintenance of 
net profit while rendering service to 
all clients becomes more difficult. To 
accomplish the objective of- quality 
service and top profit two things 
must be done. The agent must divorce 
himself as completely as possible from 
office routine. This can be done by 
proper organization and employment 
of an adequate trained staff and by 
delegating authority. Secondly, the 
agent must develop sufficient disci- 
pline to adhere to a predetermined 
time management control program, he 
said. 
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Almost every agent has occasional 
placement problems fire risks 
where you do not have enough capac- 
ity, liability risks requiring excess limits 
over those provided by your own com- 
panies, other types of coverage your 
companies cannot handle. 


Crump Underwriters Co., through its 
connection as a correspondent for 
underwriters at Lloyds, London can 
help you with many of your difficult 
risks. Located in your area of the 
country, we’re familiar with your 
problems, and ideally situated to give 
you fast, efficient service. 


Why not contact us next time you 
have a problem? 


CRUMP [JNDERWRITERS 


COMPANY 
Correspondent, Lloyds of London 


110 Adams Ave. © Memphis, Tennessee 
Phone JA 6-6671 


“Serving The Southern Agent” 
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N. J. Allows $16,000 
WC Award For Death 


From Cancerous Injury 

New Jersey Workmen’s Compensa- 
tion division has allowed an award of 
$16,553 in compensation, medical and 
hospital expenses to the widow of a 
lincleum factory worker who died of 
cancer aggravated by an on-the-job 
injury. 

The award was made to Mrs. Ruth 
Stafford of Nixon, N. J., whose hus- 
band suffered injury to his right 
thigh while opening a heavy ware- 
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house door at work. The injury was 
first judged to be a ruptured muscle. 
Tests later established it was can- 
cerous. At a hearing on the petition 
for benefits filed by Mrs. Stafford 
following her husband’s death it was 
brought out that even though the de- 
ceased did not know it he must have 
had cancer prior to the accident and 
the injury accelerated its growth and 
hastened his death. 





The Canadian home office of Gen- 
eral Exchange has been moved to 121 
Richmond street, west, Toronto. Wes- 
ley Taylor is manager for Canada. 


Compulsory Auto Chief 
Topic At Mutual Agent, 
Company Meeting In N.C. 


More than 100 members of North 
Carolina Assn. of Mutual Insurance 
Agents attended a joint company- 
agent meeting in Raleigh. Principal 
topic of discussion was the North Car- 
olina compulsory auto law which will 
go into effect Jan. 1. Both Commis- 
sioner Scheidt of the state motor ve- 
hicle department and Commissioner 
Gold of the insurance department 
were present and complimented the 
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agents and companies for their co- 
operation in the work done thus far 
in completing details to implement the 
new law. 

Mr. Scheidt said every effort was 
being made to make compulsory auto 
in North Carolina as simple as possi- 
ble. A handbook has been prepared 
and is being distributed to every | 
agent in the state, he said, adding | 
that the 1958 license registration | 
package to be mailed to North Carolina 
motorists in December will contain an 
information brochure on the new pro- 
gram. In addition, the state highway 
patrol and other agencies will distri- 
bute handbills on compulsory auto. 








Gerhardt Heads Life Unit 
Of Newhouse & Hawley 


Vernon Gerhardt, who has been bro- 
kerage manager at Chicago for Mas- 
sachusetts Indemnity, has joined New- 
house & Hawley as manager of the life 
and A&S department. Newhouse & ® 
Hawley are managers at Chicago for 
Union Mutual Life. 

Mr. Gerhardt was brokerage man- 
ager in Michigan for Massachusetts In- 
demnity before moving to Chicago, 
and earlier was consultant to Provi- 





dent Mutual Life at the home office 
when the company was developing its 
non-cancellable A&S coverages. 

Newhouse & Hawley are _ under- 
writing representatives of London 
Lloyds. The Union Mutual Life 
agency is operated under the name 
L.S. Hawley agency. 





Insurer Representatives 
Attend D.C. Safety Meet 


WASHINGTON—representatives of | 
Aetna Casualty, U.S.F.&G., Trav- 
elers and Liberty Mutual were among 
some 200 industrial safety officials, 
labor and management representa- 
tives attending the District of Colum- 
bia industrial safety conference here. 
Serving on committees of the confer- 
ence were Leo Grande, safety engineer 
of Liberty Mutual, automotive and 
machine shop committee; Robert Pep- 
pell, Aetna Casualty, construction; 
James H. Kennedy, U.S.F.&G., print- 
ing and publishing; Minor Stone, U.S. 
F.&G., retail trade, and A. F. John- 
ston, Travelers, wood products. 


N. J. WC Rating Bureau 


Continues Present Rates 


The governing committee of Com- 
pensation Rating & Inspection Bur- » 
eau of New Jersey, with the approval 
of Commissioner Howell, has voted to 
continue the present manual of rates 
in force, in accordance with a de- 
cision reached at the last rate revi- 
sion meeting. At that time it was de- 
cided no adjustment would be made 
in the manual of rates for Jan. 1, 1958 
unless the indicated deviation, up oF 
down, was more than 5% or it was 
necessary to make an adjustment to 
reflect a change in the law. } 
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Pays First Loss On Edsel 


Central States Mutual of Mt. Pleas- 
ant, Ia., claims the distinction of pay- 
ing the first total loss on an Edsel. 
On Sept. 9 insured was driving over 
a crossing complex of railroad tracks 
when his Edsel, which he had pur- 
chased two days before, was caught 
between two trains and crushed. The 
insurer paid $2,750 on a $3,500 auto- 
mobile. 

E. A. Hayes, president of insurer, 
used the incident at an agency meet- 
ing the company held the following 
week to illustrate that “Central States 
leads again.” 





Continental Casualty has opened 2 
claim office at Little Rock with 
Charles H. Ross as manager for Cas- 
ualty and fire losses. : 
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Views Difficulties 
Posed Insurers 
Going Multiple Line 


Multiple line underwriting can be 
made as great a stabilizing force for 
insurance companies as diversification 
has been for industry and commerce, 
William H. Rodda, secretary of Trans- 
portation Insurance Rating Bureau, 
told the city fire conference of Na- 
tional Assn. of Mutual Insurance Com- 
panies at the annual convention in 
New Orleans. 

Insurer executives consider diver- 
sification an important factor in the 
stability of industrial concerns when 
considering the purchase of industrial 
stocks or bonds, Mr. Rodda stated. 
The single line manufacturer is sub- 
ject to market fluctuations, whereas 
the diversified operation can more eas- 
ily maintain a steady level of produc- 
tion and profits. 

Present difficulties with multiple 
line underwriting are brought about 
by two things, he said. First, the 
combination of fire and casualty cov- 
erages into a single policy makes it 
desirable to have underwriters who 
are capable of underwriting the entire 
coverage, instead of using separate 
fire and casualty underwriters as was 
the practice a few years ago. 

The second difficulty arises from the 
fact that there has been a rapid broad- 
ening of coverage during the past few 
years. The facility with which a mul- 
tiple line policy may be written to 
cover practically any hazard has en- 
couraged the insurance business to 
write broader and broader policies. In 
some cases the losses outpaced the 
premiums, although in general the bad 
loss experience of the past couple of 
years has come from traditional lines 
of insurance in which the loss patterns 
changed more rapidly than had been 
anticipated. 

One reason for the current bad ex- 
perience of insurers has been the feel- 
ing that rates promulgated by rating 
bureaus are adequate, he observed. 
Two important points regarding rat- 
ing bureau rates may be ignored by 
company underwriters. In the first 
place, properly computed rates are 
averages of all the good and bad ex- 
perience. It takes a lot of good under- 
writing to put a company’s experience 
on the good side of that average. This 
is particularly true with multiple line 
underwriting where so many factors 
must be taken into account in both 
the rating and the underwriting. 

The second factor which has been 
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ignored extensively during the past 
couple of years is the fact that rating 
bureau rates trail the current trend of 
experience. When the losses are get- 
ting progressively worse, companies 
must underwrite with greater care 
than usual in order to keep their ex- 
perience on the good side of the aver- 
age. 

The company that is expanding its 
operations into a multiple line field 
must revise its underwriting depart- 
ment and procedures. Mr. Rodda does 
not believe it is possible for any com- 


pany, fire or casualty, to change from 
a single line company to a multiple 
line company and operate suecessfully 
with the same methods that it has 
followed for single line operations. 
This does not necessarily mean added 
personnel, but it will require a change 
in method and procedures. 

He warned insurers also to watch 
trends and changing loss patterns in 
the business. A movie star goes into 
the business of selling swimming pools, 
with a probable increase in the num- 
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ber of liability claims from children 
who drown in neighbors’ swimming 
pools. 

The diversification of multiple line 
underwriting can be used to level off 
a company’s experience if it is ap- 
proached with an open mind, with 
keen underwriting that watches the 
loss trends and patterns, and the real- 
ization that rates are only averages, 
and that it is still the underwriter 
that determines whether or not the 
company operates at a profit or a 
loss, he said. 
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The Neglected Art Of Underwriting: I 


(Based on talk before National 
Assn. of Independent Insurers in Chi- 
cago.) 

Underwriting has been described by 
those who have observed it over the 
years in American insurers as, in 
practice, a fiction, at best a clerical 
routine, in the results of which execu- 
tives have no positive confidence, and 
in which its practitioners have no real 
interest. It is a standard of risk meas- 
urement and selection which is inter- 
preted in as many ways as there are 
companies times the number of un- 
derwriters in all companies. 

No one believes in underwriting for 
himself. But the company executive 
would like policyholders and other in- 
surance men to believe in it because 
it implies that the company or under- 
writer is applying an abstract standard 
of high quality to individual character- 
istics of risk in an artistic fashion. 

At best it is precisely that, but in 
practice it is demeaned and neglected. 
Many companies underwrite when 
they are in trouble. They do little of 
it when loss ratios are low. As a con- 
sequence, they get practically no good 
out of it at all. They have an essen- 
tially poor regard for underwriting be- 
cause they haven’t so much neglected 
the art as they have never learned it 
and don’t really practice it. 

That is how the business regards 
underwriting. What do they think of 
the underwriter? One _ underwriter 
puts it this way: ‘When he is right 
no one remembers him. When he is 
wrong, no one forgets him.” It is fre- 
quently said that “you can buy the 
best underwriter on John street for 
$7,500 a year, or less.” 

Perhaps the best underwriter on 
John street is not worth more than 
$7,500 a year. But is that his fault? 
Or is it. because the business has not 
made better use of him? Is it because 
the business does not have any re- 
spect for underwriting? To a degree, 
perhaps so. 


Then isn’t it proper to ask if the 
majority is not correct and if the small 
minority isn’t off the track? Is it wise 
to make something of underwriting, to 
maintain a high standard in this re- 
spect, and to achieve with it a skill 
that is worthy of an art? 

Why not simply rely upon shovel- 
ing in the premiums, let the rates 
adjust losses to income, put money in 
equities and rely upon the insurance 
idea and the system under which it 
has operated throughout the years to 
take care of things? Why should there 
be a revived interest in underwriting? 

Why? Because the business is in 
trouble. The figures for the first six 
months are now in the record. The 
prospect ahead is that under the best 
of circumstances, conditions for in- 
surers are going to improve slowly. 
Fire seems to be a little better, per- 
sonal inland marine lines continue 
surprisingly bad, and automobile cas- 
ualty goes right on being the most 
menacing, volatile, enormous and 
deadly of them all. 

As one observer puts it: By year end 








more presidents will be without pre- 
miums. 

But if you study the figures, you 
will find that those companies that 
customarily do better at underwriting 
than the others, did so in the first 
six months, just as they did in 1956 
and 1955. Some of them even made 
an underwriting profit. But if not, 
their losses were small, or they were 
minor compared with those of other 
companies. 

Companies that underwrite well do 
better up and down the line, in all 
departments, all sizes, regional and 
national, than companies that don’t. 
This has always been the case, in 
good times or bad. Yet the number of 
those companies is comparatively quite 
small. Most insurers do not closely 
adhere to a high or even a good stand- 
ard of underwriting at all times. Most 
companies do not carefully select, 
train, advance, and make full use of 
underwriters. 

In view of the evidence, it is hard 
to understand why. For the small com- 
pany underwriting appears to be a 
necessity for survival and growth. For 
the large company it is essential in 
the competitive race. For all compa- 
nies it is the one thing that dis- 
tinguishes them from other businesses 
and industries. 

It is especially intriguing to watch 
management turn to _ underwriting 
when the general experience outraces 
the rates, and brother this is a dandy 
example of it. 

If in good times the underwriter is 
regarded as a necessary but not really 
important functionary, say about one 
grade above a clerk, in bad times is it 
sensible for management to turn to 
him and his function to lead the com- 
pany out of its difficulties? 

The point is, the underwriter 
should be a part of the management 
team at all times. He is the man with 
information. He is the one man in the 
organization who has to meet a fre- 
quent deadline, who is the most often 
exercising his judgment by commit- 
ting his company to millions in liabil- 
ity on the fresh facts of individual 
risks. He is as important to the oper- 
ation as any other single functionary, 
and both underwriting and the un- 
derwriter should be a part of day by 
day management. 

Why don’t more companies under- 
write to a higher’ standard at 
all times? This does not mean that 
they simply set a line high on the hog 
below which they won’t go. For, after 
all, simple caution is not enough to 
win. You can get in trouble that way 
also, and there are hundreds of com- 
panies in the United States today 
whose status proves the point. They 
are so small and have so little momen- 
tum that they cannot even protect 
their present position. 

Also the company with a steady pol- 
icy of underwriting in bad times can 
provide its agents and its policyholders 
with more capacity, more service, a 
wider accomodation of risks, and all 
of the items it has been furnishing 
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agents and policyholders in good times. © 

The swing of premiums in bad times 
like the present is to the strong com 
panies, the underwriting companies 
They can afford to pick up premiunr 
as they become available because com. 
panies (not necessarily the premiums) 
become distressed. 

There are several reasons for the || 
lack of a steady policy of underwrit- 
ing. 

Investments have been so good for 
sO many years executives have relied 
upon their investment earnings jp. 
stead of their underwriting skill. As a 
consequence, the insurance function 
and those who perform it have not 
had much attention and have tended 
to be undervalued in many respects as 
they were less and less relied upon. 

If a company consistently loses 
money on underwriting, or merely 
breaks even, it must rely on the ef- 
fort of other men and other enter- 
prises for growth. If it invests pre- 
paid premiums and reserves in bonds, 
it is living partly off the taxpayer. Or, 
suppose it relies on common stocks, 
In that case the creative effort is ac- 
complished by those who make whis- 
key and steel. 

This is not to criticize the competent 
investment of funds. That is a proper 
function of an insurer, and there is a 
skill in these matters also which must 
be exercised if the insurer is to do as 
well as other insurers and therefore 
be in at least an average position of 
strength to compete for business. 

But the logic of the matter is that 
a company that does not make an un- 
derwriting profit might just as well 
operate a mutual fund. This year it 
would be a lot better off. 


One reason for this reliance on in- 
vestments is the tax situation. The 
heavy, inequitable, invidious,’ inescap- 
able burden of taxation makes non- 
underwriters of us all. For the federal 
tax on underwriting profits is 52% 
and the federal tax on common stock 
dividends is 7.8%. True, for the so 
called bond companies, the tax on 
corporate bond interest is 52%, but 
you can buy municipals and get them 
tax free. 

No wonder companies rely on their 
investments. 

The option, however, appears to be 
available only to the very large com- 
pany with plenty of money to invest. 

The small company has to under- 
write year in and year out, as well as 
earn what it can on investments, if it 
is to grow. 

And even the larger companies, the 
ones that forge ahead of their contem- 
poraries, underwrite as well as invest. 

There is a basic reason for this, 
which is only more important for the 
smaller company because of its lack , 
of size but which is as proportionately 
true for the larger company. That is, 
though failure can come quickly, suc- 
cess and growth in insurance comes 
slowly for an insurer. You have to 
grow your own money, from within. 
The heart of the matter is underwrit- 
ing. It is the art of the business, the 
creative part. 


Thus, even if the underwriter could 
establish a high standard of risk selec- 
tion, what happens to it when it is 
subjected to influences such as in- 
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October 24, 1957 
vestment policy over which he has 
little or no control? 

Another of these influences is rate 


making. 


One group of companies makes a 
rate. Others, in groups or singly, mod- 
ify their rates in relation to the posi- 
tion they want to maintain for com- 
petitive purposes. This is a race up 
and down the experience scale. For 


the individual, small company not 
large enough to have statistically 
credible figures of its own, these 


maneuverings have sometimes no re- 
lation to their current or even long 
term situation. Even for the large com- 
panies, adjustment to the theoretical 
average, the rate, is modified consider- 
ably by competitive considerations. 

Within this large frame of rating, 
however, all things are possible and 
all things have occurred. Perhaps 50, 
or about one-tenth of the 509 insurers 
with $1 million or more of assets, have 
managed to do well and have done so 
by insisting that the underwriter pro- 
duce a superior result. Many other 
companies actually have paid for the 
privilege of being in this business. 
Their net return from both under- 
writing and investment, has been a 
percentage point or two on the pol- 
icyholder’s money and their manage- 
ment. These companies certainly could 
do better with a mutual fund—and the 
work would be easier.—K.O.F. 

(The second part of this editorial 
will appear next week.) 


PERSONALS 


D. E. Gorham of North American Re, 
New York, fell and grievously injured 
his ankle while he was attending the 
convention of National Assn. of Inde- 
pendent Insurers in Chicago. 








Richard J. Roth, manager of Crop- 
Hail Insurance Actuarial Assn., was 
the speaker before the meeting last 
week of Florida Fruit & Vegetable 
Assn. at Miami Beach. His subject was 


HAeNATIONAL UNDERWRITER 


“Weather Science and Agriculture— 
Future and Possibilities.” 


F. Elmer Sammons, president of 
Hanover Fire, last Friday marked his 
55th year with the 
company, which he 
joined as an office 
boy in the south- 
ern department in 
1902, some _ five 
months before his 
15th birthday. Di- 
rectors and offi- 
cers of the com- 
pany tendered Mr. 
Sammons a lunch- 
eon at the Union 
League Club in 
New York, and 
presented him with a framed repro- 
duction of the Brooklyn Eagle help 
wanted advertisement that led to his 
joining the company. At another lunch- 
eon, home office and western division 
members of the Han-Ful 25-Plus Club, 
composed of employes with Hanover 
Fire and its affiliate, Fulton, more than 
25 years, presented him with an auto- 
matic wristwatch. Mr. Sammons has 
been head of Hanover Fire and Fulton 
since 1945. In addition, he is treasurer 
of American Insurance Assn. and East- 
ern Underwriters Assn., and a past- 
president of National Automobile Un- 
derwriters Assn. 


DEATHS 


A. J. McDAVID, secretary of New 
York Underwriters, died at his home 
in Scotch Plains, N.J. He joined the 
company as state agent in South Car- 
olina in 1926. He was elected secretary 
in 1946 and was currently serving as 
chairman of Virginia Insurance Rat- 
ing Bureau governing committee. 





F. Elmer Sammons 








LOUIS M. HOBBINS, 83, prominent 
Madison agent who was with the Wil- 
let E. Main agency for more than 50 
years, died after a long illness. 


EDWARD SCHROEDER, 89, who op- 
erated a local agency in Milwaukee for 
more than 50 years before his retire- 


ment four years ago, died in his apart- 
(CONTINUED ON PAGE 40) 











Easy-to-reach 


ow es 








branches with 


Howkeye-Seewrity 


AND INDUSTRIAL INSURANCE COMPANIES 


11 BRANCH OFFICES: CHICAGO, DENVER, DES MOINES, GRAND RAPIDS, 
INDIANAPOLIS, KANSAS CITY, NEW YORK CITY, OMAHA, SIOUX FALLS, 
SPRINGFIELD, ILL and’ WASHINGTON, D. C. HOME OFFICE: DES MOINES 











O 
MEM O 


«AGENTS wBROKERS! 


Buy it or increase your limits. 





Sell it to Lawyers, Accountants, 


Baai Acchis. Adj 
3 - . 





and Real Estate Agents. pe 
capacity is up to $500,000 and 
more if needed. 


ERRORS, 
OMISSIONS 





EXCESS PERSONAL 


ACCIDENT 


Sell up to $250,000 (more if 
needed) Death and Dismember- 
ment including per t total 
disability. Weekly indemnity to 


B.I. P.O. 





Higher limits should be sold to 


all of your clients. Our capacity 





is up to $2,000,000 and more 
$1,000 and medical expense up 
to $5,000. 


if needed. 














ALL FORMS OF SURPLUS AND EXCESS LINES 
FACULTATIVE AND TREATY REINSURANCE 


i gy ; 
Loonhart and Company, Ine, 
SOUTH AND WATER STREETS + BALTIMORE 3, MARYLAND 
TELEPHONE SARATOGA 7-3500 











CESS SCHOCOSCEECEHRECSHLHCL CBE C CDH 666.64 ¢.86 
@¢.6 6 ¢ CEC & CC O.GO OO 6 66.646 6 6 6 666 6.6.4 646-8 


"ee ee eeeeeee 


e465 © 246 





YOUR AGENCY 


IN Coretolate] MM AlUhitio| MelatoM@l-Vilalomm i ulihitre) 





Cut this Coupon and Your Operating Expenses 
and Afford Your Policyholders 


the Best in Auto Coverage and 







Service at the Lowest Possible 
Cost. 





THE NATIONAL MUTUAL INSURANCE COMPANY 
315 South Main St. Celina, Ohio 


7 
| 
| 
! 
Please give me cemplete information about Your 

AUTC) ECONOMY PLAN 

} Sea rr ae eer wer Are ee Cer on | 
| 

| 

| 

| 

l 


SHESCHHSCSCSCSCHESEHSHKERMSHEE SHC HESCCHCKCSCEDEC CSC COPS ES COC BM 


City 


poo - 5 











22 


Turkey Insurer Is 
Merged With Farmers 


Mutual Hail of lowa 

Property Owners Mutual of St. Paul 
has been merged with Farmers Mutual 
Hail of Des Moines. 

Property Owners Mutual has spe- 
cialized in turkey insurance and has 
been one of the largest companies in 
that field. That part of the business 
will continue to be handled in St. Paul 
as the turkey department of Farmers 
Mutual Hail. Kenneth A. Nelson will 
head the St. Paul department. He has 
been general manager of the turkey in- 
surer. William J. McGladrey, who has 
been chairman of the board of Proper- 
ty Owners Mutual, and Deward E. 
Hawley, its president, are retiring. 
Property Owners Mutual for several 
years has been the approved under- 
writer for the National Turkey Fed- 
eration, an organization of turkey 
growers. 

Property Owners Mutual began busi- 
ness in 1936 and has been writing fire, 
EC, hail and inland marine risks in 
addition to coverage on turkeys. 


FeNATIONAL UNDERWRITER 


The merger provides acceptance by 
Farmers Mutual Hail of all assets and 
liabilities of the St, Paul company. 
Farmers Mutual Hail on June 30 ha 
assets of $10,417,000 and surplus to 
policyholders of $3,819,000. The Prop- 
erty Owners Mutual 1956 statement 
indicates $1,113,948 in assets and a 
surplus to policyholders of $224,137. 

Business other than turkeys will be 
reinsured with mutual companies writ- 
ing fire and allied lines business in 
the states presently served by Property 
Owners Mutual. Such companies will 
assume the agency plant and service 
the business until expiration. 

Farmers Mutual Hail was organized 
in 1893. It writes hail on growing crops 
in seven midwestern states, as well as 
town dwelling insurance and a full 
line of automobile and general liability 
lines in other states. The company 
writes a large volume of reinsurance, 
chiefly for farm mutuals. 





Travelers has appointed Calvin R. 
Yelverton district adjuster at Raleigh, 
N.C. He joined the company in 1951 
at Charlotte. 


FTC Has Only Limited 
Jurisdiction Over A&S 


Advertising: Gwynne 


WASHINGTON — Chairman 
Gwynne of Federal Trade Commission 
takes the position that FTC has only 
limited jurisdiction over A&S adver- 
tising, according to a recently released 
report of the commissioners’ appear- 
ance before the House interstate and 
foreign commerce committee. 

Mr. Gwynne told the committee that 
he, another commissioner and a former 
member believe the McCarran act 
means that FTC lacks jurisdiction 
where states have regulatory laws. 
However, the commission does have 
“some jurisdiction” in states lacking 
laws on the subject. FTC could take 
action on insurance advertising where 
it is not covered by state laws. 


The difficulty is due to the meaning 
of the McCarran act. Whether the law 
should be amended depends on what 
Congress wishes to do about insur- 
ancd. If Congress wants to bring in- 
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surance under federal control more 
broadly than it is now, then the act 
is inadequate. 

Rep. Wolverton of New Jersey, for- 
mer committee chairman, said he did 
not know there was any limitation in 
the McCarran act that would pre- 
clude FTC from dealing with cases of 
deceptive insurance advertising. The 
act was never intended to give insur- 
ance companies freedom to say and do 
as they pleased, as far as the federal 
government is concerned in the utili- 
zation of its commerce clause. 

Mr. Gwynne replied that the courts 
have already settled the question. He 
referred to the Prudential vs Benjamin 
case where U. S. Supreme Court indi- 
cated that federal law is applicable to 
the extent that the business is not 
regulated by state law. 

He said he understood the majority 
view of FTC is that the commission 
has an overriding jurisdiction over in- 
surance throughout the country, des- 
pite the McCarran act. 





William G. McGonigle has joined 
Meeker-Magner Co. agency of Chica- 
go as an underwriter in the bond, 
burglary and plate glass department. 
He started his insurance career with 
Home and more recently has_ been 
with Standard Accident. 





Marine Forum Hears Chubb 
On Nuclear Age Problems 


(CONTINUED FROM PAGE 11) 
posure through proximity to a reactor 
either waterborne or shore based. The 
question of the degree of such exposure 
and of the potential of loss is a factual 
one, about which not enough is known. 
There is an urgent need, he said, for a 
hazard study to be made by qualified 
technicians to determine for instance 
how much damage would be done to 
hulls and cargoes in a crowded harbor 
in the event of a major release of fis- 
sion products through an accident to 
a shore based or waterborne reactor. 
Such a study would have to indicate 
not only the likelihood of extensive 
contamination of hulls through water- 
borne or airborne fission products, but 
also the susceptibility to damage of 
cargoes in the holds of vessels, in 
closed piers, on open piers, as well as 
in warehouses. This would appear to 
be a problem to be undertaken by the 
institute committee on nucleonics and 
the feasibility of such a study is now 
under consideration, he said. 


Second, he said, is exposure to ra- 
dioactive cargoes, assuming improper 
package of such cargoes, or damage of 
protection through a marine catastro- 
phe or fire. With the possible exception 
however of the transportation of spent 
fuel elements or fission products, this 
hazard, while serious, would not ap- 
pear to involve the enormous potential 
liabilities of exposure by proximity to 
a reactor. 

With respect to this whole exposure 
problem, he said, the time is ripe for 
some research on the degree of suscep- 
tibility to contamination of various 
types of cargoes. 
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Agents Doing Well. 
Vincent Tells Tex. 
Insurance Women 


“The agents have never had it so 
good,” Joseph E. Vincent, Vincent In- 
surance Service, Bryan, Tex., past 
president of Texas Assn. of Insurance 
agents, told 296 members of Federation 
of Insurance Women of Texas attend- 
ing the annual meeting in San Antonio 
Oct 10-13. 

Speaking at a breakfast session, Mr. 
Vincent stated that agents have had 
to make so little effort to secure busi- 
ness they have ignored many of the 
recent developments which should con- 
cern them. He described agents as 
closing their eyes to changes in busi- 
ness and continuing outmoded methods. 


Emphasizing the need for self analy- 
sis by each agent of his own opera- 
tions, Mr. Vincent listed several steps 
for agents to follow. They include self 
analysis, study of agency operation and 
costs, and whether they are under- 
writing questionable risks and encour- 
aging companies to do their work. This 
last will eventually eliminate the 
agent, he warned. The field man has 
an important place, he said, but it is 
not doing the agent’s work. 

Mr. Vincent concluded by suggesting 
a personalized advertising program to 
acquaint the public with the service of 
the local agent and urging support of 
the National Assn. of Insurance Agents 
advertising campaign. 

New officers elected at the Saturday 
afternoon session included Miss Bea- 
trice Greenfield, Dallas, president to 
succeed Mrs. Lera Penrod, Odessa; 
Mrs. Polly Lewis, Lubbock, and Mrs. 
Isabel Martin, Austin, vice-presidents; 





New Staley Insurance Buyer 


Henry M. Staley has been appointed 
insurance manager of A. E. Staley 
Manufacturing Co., Decatur, Ill. He 
succeeds Kenneth K. Schroeder. 
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Mrs. Wanda Dannelly, Dallas, corres- 
ponding secretary; Mrs. Lynn Grant, 
Waco, recording secretary and Mrs. 
Lona D. Bentley, Amarillo, treasurer. 

R. J. Layton, vice-president Rough 
Notes Co., addressed the opening ses- 
sion on time saving methods for office 
routine. He said that an analysis of 
operations will show where changes 
may be advantageous, and stressed the 
importance of saving time to reduce 
the cost of issuing and delivering poli- 
cies. Mrs. Sigrid Wynkoski, public re- 
lations chairman, stressed ways in 





which insurance women may serve 
their community while making them- 
selves efficient office workers, and 
Mrs. Mary Hinkley, planning and reso- 
lutions committee chairman, intro- 
duced several executive board recom- 
mendations for consideration. Mrs. 
Alyce Schwab, Texas _ Insurance 
Checking Office, reported on legislative 
matters. Miss Greenfield presented the 
Lufkin and Mainland (Texas City) 
clubs as new federation members. 
Speakers at the afternoon session in- 
cluded Mrs. Eve Bartlett, San Antonio 
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Express, discussing “Club Etiquette,” 
and Mrs. Ernestine Ehlo, School of 
Charm, on “Poise and Charm in the 
Office.” 

The -Saturday afternoon session, in 
addition to Mr. Vincent’s talk, included 
remarks by Mrs. Ruth Fredde on the 
cooperation of the agent with the com- 
pany and the general agent, and Miss 
Nina Nolen, Corpus Christi, past presi- 
dent, on the importance of continuity 
of club projects and objectives. A 
workshop featuring club programs 
end:d the session. 


The Junior Fire Marshal Program... 


A heart-warming good will builder 
for Hartford Fire Agents everywhere 


Local agents of the Hartford Fire 
Insurance Company are making 
names for themselves in communities 
all over the country. 


In all these places, they’re recog- 
nized as men who are really “doing 
something” to make their home towns 
safer places in which to live. 


Just what are they doing? 
Sponsoring a public service activity 
that was developed for their exclusive 
use—the Junior Fire Marshal Pro- 
gram, now in its Tenth Anniversary 
year. 


More than 3,000,000 boys and girls 
of grade school age took part in the 
Junior Fire Marshal activity last year 


alone. This kind of instruction, they 
discovered, was unlike anything they'd 
ever known before—it was fun. They 
loved it! 


Thousands of teachers too, 
are enthusiastic. And civic groups, 
fire officials and community leaders 
are unreserved in their praise of what 
they regard the most extensive fire 
prevention and safety education pro- 
gram ever presented to children. 


Hartford Fire Agents look upon 
the Junior Fire Marshal Program as 
an opportunity to demonstrate their 
traditional interest in the welfare of 
their neighbors and communities. As 
for its value to the agents themselves, 
one of them aptly sums this up in the 


statement: “Money could never buy 
the good will and advertising that the 
Junior Fire Marshal Program has 
brought.” 


Want to find out more about 
the Junior Fire Marshal Program? 
Ask your Hartford Fire fieldman for 
details. Or write us direct: Hartford 
Fire Insurance Company, Hartford 
15, Connecticut, Dept. FNL. 


Year in and year out 
you’ll do well with the 
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A&S 


Special Subcommittee 
Studies A&S Cover For 
Nuclear Energy Workers 


A special subcommittee of the in- 
dividual insurance committee of 
Health Insurance Assn. is studying 
health insurance coverage for nuclear 
energy worker, D. D. Ulfers, vice- 
president of Mutual Benefit H.&A., 
told 350 member-company representa- 
tives at HIA’s 3-day individual insur- 
ance forum at New York. 

Mr. Ulfers traced the year’s pro- 
gress of the seven subcommittees of 
the individual insurance committee, 
which he heads. The functions of 14 
previous subcommittees were com- 
bined into a 7-unit structure this year. 

The risk selection subcommittee dis- 
cussed the over-insurance problem last 
June and felt that insurance company 
managements should establish their 
own controls. 

The policy benefits subcommittee 
has undertaken projects covering a 
compilation of specimen policy forms 
and related material of all HIA mem- 
ber companies and others for the as- 
sociation’s reference library and a sur- 
vey of policies and practices involving 
major medical. Mr. Ulfers said it is 
hoped a factual and up-to-date survey 
on the major medical situation within 
the industry can be secured. 

The conservation and renewal sub- 
committee assisted National Assn. of 
Insurance Commissioners in the de- 
veloping of a questionnaire circulated 
earlier this vear. The weekly premium 
subcommittee did a bird’s eye view 
report on that type of A&S business. 

Subcommittees in themselves can- 
not actually solve any of the important 
problems but do serve in disseminat- 
ing ideas to the proper authorities, he 
said. The rest is in the hands of the 
industry itself and, therefore, reverts 
to individuals and companies. 


Chicago A&H Assn. 
Told To Rekindle Faith 


In Disability Selling 

The need to “rekindle our faith in 
the future of the disability business” 
was stressed by William E. North, 
New York Life, Evanston, Ill., and 
membership committee chairman of 
National Assn. of Life Underwriters, 
at the first fall meeting of Chicago 
A&H Assn. 

Mr. North relayed to his listeners 
five findings which were among com- 
mittee reports at the NALU meeting 
in Detroit last month. These points 
brought out that: There is definitely 
a greater need for more training and 
greater efficiency; the public is en- 
titled to a better brand of service; 
there must be continued improvement 
in policy contracts and claim service; 
the insurance press is giving more 
space to disability insurance; everyone 
has a responsibility to do a better job 
if “we are going to keep the govern- 
ment out of insurance on a _ direct 
basis.” 

He suggested agents erect a myth- 
ical tripod to form a firm foundation 
for disability selling. The first leg, he 
said, would represent a positive-think- 
ing mind. “If you are thinking neg- 
atively, you haven’t a chance,” he de- 
clared. 

To develop this positive frame of 
mind, Mr. North recommended that 
the agent showld look for pleasant sur- 
prises, develop a sense of humor, as- 








sociate with pleasant people, make a 
habit of periodically reselling himself 
on the insurance business, and devel- 
op an anticipation of change and fight 
any tendency to oppose change. 

The second leg of the tripod repre- 
sented control of time, whereby the 
agent would allocate extra time im- 
proving himself. The third leg alluded 
to control of energy in which “we 
are employing our talents in construc- 
tive work to be worth the amount of 
money we are being paid. 


Must Sell Agents On 
Value Of Disability 
Income Cover: Nevonen 


Insurance companies writing A&S 
should do a more comprehensive job 
of selling their field forces on the 
need and value of income protection 
policies, according to Howard Nevon- 
en, general agent of Washington Na- 
tional at Los Angeles, who spoke at a 
luncheon at the 3-day individual in- 
surance forum held at New York 
by Health Insurance Assn. 

The development of disability in- 
come selling calls for strong dedicated 
men with a quality product, he said. 
Long-range buyer education is needed 
badly. 





Insurance companies should en- 
courage participation in agents’ asso- 
ciations, agency and company discus- 
sion groups. The agent likes to think 
his business is becoming professional. 
However, he still must retain his 
“self-actualization,” the characteristics 
of being a salesman. It is important 
that home offices have a thorough un- 
derstanding of agents and their self- 
actualization needs for success, Mr. 
Nevonen said. 

The industry is responsible for con- 
sumer education, development of bet- 
ter coverage, more dollar value to the 
consumer, consideration of health in- 
surance problems and the mea- 
surement of coverage against the cri- 
teria of an insurable hazard. This is a 
project to be undertaken by joint re- 
search. More work must be done on 
substandard problems for society and 
the agent, whether solved by addi- 
tional commissions or flat rating, he 
said. 





Lung Diseases Topic At Ill. 


A&S Underwriters Forum 


Dr. Frank B. Kelly, staff member at 
Presbyterian hospital of Chicago, dis- 
cussed respiratory diseases other than 
tuberculosis at the October dinner 
meeting of Illinois A&S Underwriters 
Forum. He described diagnosis and 
treatment of several respiratory ail- 
ments and stressed the importance of 
early diagnosis in the cure of lung 
cancer. 

Date of the November meeting was 
changed from the third Thursday to 
the third Wednesday because of a pri- 
or booking at the restaurant where 
meetings are usually held. 


Rogan Describes Welfare 


Supervision To Wis. Buyers 


Commissioner Rogan of Wisconsin 
addressed the October meeting of Wis- 
consin Insurance Buyers in Milwau- 
kee this week on “Insurance Com- 
mission Supervision of Union and 
Company Sponsored Employe Welfare 
Funds.” He specifically discussed the 
bill recently signed by Gov. Thomson 
placing employe welfare and pension 
funds under insurance department su- 
pervision. Following his talk, Mr. Ro- 
gan and Harvey T. Wolberg of the de- 
partment answered questions about 
interpretation of the new law. 





FIELD 


Royal-Globe Names Four 
In Ark. And Tenn. Field 


Royal-Globe has appointed George 
S. Fletcher state agent at Little Rock, 
succeeding W. D. Painter and T. E. 
Erwin, state agents who have resigned. 
The group also has named Luther C. 
Young special agent to assist him. 

Mr. Fletcher joined the group at 
New York more than 20 years ago. 
He has served most recently as state 
agent traveling the Dallas-Fort Worth 
field. Mr. Young is a graduate of the 
group’s special agent training school 
in New York. 

Royal-Globe also has named Larry 
O. Adams resident engineer at Chat- 
tanooga and A. R. Bess resident en- 
gineer at Knoxville. Mr. Adams has 
been active in loss prevention and en- 
gineering 16 years. Mr. Bess is a li- 
censed boiler engineer and has served 
most recently at Nashville. 








Cherokee Moves Temple To 
Va., Names Wilson In Ky. 


Thomas B. Temple has been trans- 
ferred to Virginia as state agent for 
Cherokee of Nashville. He joined the 
company in 1949 and has been state 
agent in Kentucky since 1950. His new 
office will be in Richmond. N. W. Wil- 
sone has been appointed state agent 
in Kentucky to succeed Mr. Temple. 
He has had several years’ experience 
in property and casualty with another 
company. 





Pa. Lumbermen’s Muiual 


Names Archer In California 


Pennsylvania Lumbermen’s Mutual 
has appointed John F. Archer a special 
agent in southern California. He will 
make his headquarters in the Pacific 
division office at Los Angeles. He was 
formerly with Pacific Fire Rating Bur- 
eau, Great Western F.&M., New 
York Underwriters, Central Mutual, 
and was manager of Union Mutual of 
Providence at Los Angeles. 





Appoint R. R. Rowan Ind. 


State Agent of Pearl 


Pearl has appointed R. R. Rowan 
state agent in Indiana. Following 
World War II, he joined the group in 
middle and southern department in 
Philadelphia. Transferred to New 
York as examiner in the southeastern 
department in 1949, he was appointed 
special agent in northeastern Ohio in 
1955. 





Appoint Shields W. Va. 
State Agent Of Hanover 


Hanover Fire has appointed Francis 
A. Shields Jr. state agent in West Vir- 
ginia, with headquarters in Charles- 
ton. He formerly was a special agent 
of Norwich Union and Eagle Fire in 
Maryland and the District of Colum- 
ia. 





Keilman To Northern IIl. 
For Holland-America 


Lawrence B. Keilman has been ap- 
pointed field representative in northern 
Illinois for Holland-America. He en- 
tered the business in 1948 with Hard- 
ware Mutuals of Stevens Point at Chi- 
cago. He became branch sales manager 
at Rockford, II1., in 1953. 





Gulf Makes Field Changes 


Gulf of Dallas has been several 
changes in the Texas field. David M. 
Webb, special agent at Victoria, has 
been transferred to Abilene to replace 
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J. H. Farabee, who has resigned. Dan 
B. McCafferty replaces Mr. Webb at 
Victoria, while E. J. Reed succeeds 
Mr. McCafferty as special agent in 
El Paso. George C. Billings replaces 
Mr. Reed as special agent at San Saba. 
Mr. Billings was formerly with a Fort 
Worth agency operated by his brother, 
R. B. Billings. 





Employers Appoints Jones 
N. H., Vt. Special Agent 


Employers Liability group has ap- 
David B. Jones special agent in New 
Hampshire and Vermont. He will su- 
pervise fire, inland marine and multi- 
ple peril lines. He has been a fire and 
inland marine’ underwriter in New 
Hampshire and, more recently, trav- 
eled the midwest territory as a special 
agent of New Hampshire Fire. 





Albany (N.Y.,) Field Club at its re- 
cent clambake in Latham, N.Y., hon- 
ored Edward Jessup, state agent of 
Agricultural, who has just retired, 
Robert McKay, assistant manager of 
Eastern Underwriters Assn. spoke at 
the October meeting and discussed the 
new salesmanship campaign of EUA. 





Continental Casualty Names 
Laughlin Assistant V-P 


Continental Casualty has appointed 
Thomas C. Laughlin assistant vice- 
president in charge of the personnel 
department. Previously superinten- 
dent of education and training, he will 
retain responsibility for both the ed- 
cation and training and the college 
recruiting departments. 

Mr. Laughlin joined Continental 
Casualty in 1956. Before that he was 
director of placement at the Univer- 
sity of Minnesota. Early this year he 
was appointed superintendent of ed- 
ucation and training. 





Nationwide Mutual Increases 


Salary Retirement Benefits 


Improved salary and retirement pro- 
grams for Nationwide Mutual employes 
include larger company contributions 
to the retirement fund, an investment 
plan for retirement funds, and a re- 
vised salary schedule, all effective 
next year. 


Company contributions to the retire- 
ment fund will be $7.75 per $1 paid by 
employes. The current rate is $2.25 per 
$1. An optional equity plan, by which 
up to 50% of an employe’s retirement 
fund may be invested in common 
stocks, has been developed to provide 
benefits that would vary with changes 
in the cost of living. 


Current cost-of-living payments, 
now 12.9% of base pay, will be includ- 
ed in base salary rates, and higher 
maximum salary scales will be intro- 
duced for employes in the middle man- 
agement group. 

The new program will add approxi- 
mately $700,000 to Nationwide’s salary 
and benefits costs in 1958. 





Gulf Makes Changes In 


Auto Claims Department 


Several changes have been made by 
Gulf of Dallas in the automobile 
claims division. James Smith has been 
transferred from Tyler, Tex., to be 
manager of the new Houston office. 
Ralph Harrington will assist him. 
Lynn Cavender replaces Mr. Smith at 
Tyler. 

Richard Caldwell has been trans- 
ferred from the home office to Waco, 
with Donald Crabtree replacing him. 
Paul Parker has been appointed assis- 
tant automobile claims adjuster at Ab- 
ilene and C. A. Clayton has been 
named resident adjuster at Fort 
Worth. 
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Eye Independent Filings At NAII Meeting 


history. But the laws say that consider- 
ation shall be given to prospective ex- 
perience. Can anything be read into 
this except that when inflation is rife, 
as today, the trend must be recognized 
and actually considered in the final 
decision? 

2. Reasonable margin for underwrit- 
ing profit. Mr. Kenney said he men- 
tioned this ‘“‘with bowed head.” 

3. Expense of doing business. The 
recent decision of the New York de- 
partment in the North America-New 
York Fire Insurance Rating Organiza- 
tion case is a landmark in the long 
struggle to keep the dead hand of bu- 
reaucracy from stifling competition, he 
declared. 

4. Underwriting practice and judg- 
ment. Whose judgment? The law does 


% not say “of the bureau,” nor of lawyers, 


accountants, politicians, or insurance 
departments. The law very clearly 
means the judgment of the company. 
What is judgment? Is it an absolute? 
Judgment may take some men along 
one route, others along another. There 
can be more than one sound, reasoned 
and thoroughly acceptable judgment as 
to the best answer. The bureau’s so- 
lution may be excellent and they are 
entitled to adopt it. But the independ- 
ent is likewise entitled to his solution. 

5. All other relevant factors. Rele- 
vant means that it has a bearing on 
the final result. Factor means there is 
no limitation as to how important a 
particular point may be. If it is a 
factor, it must be considered. 

It seems clear, he said, that inde- 
pendent insurers are granted the right 


(CONTINUED FROM PAGE 2) 


to operate under the same philosophy 
of American competitive free enter- 
prise as do makers of automobiles, 
clothing or breakfast foods. There can- 
not be freedom without freedom of 
judgment. 

The decision of the all industry com- 
mittee was not to define the three 
standards of the rating laws as to ade- 
quacy, non-excessiveness and non-un- 
fair discrimination—but in view of 
current circumstances it might have 
been better to do so, Mr. Holderman 
commented. 

He said he believes the law permits 
freedom of classification, and he does 
not believe that classifications should 
be limited to ones that can be proved 
statistically. Insurers should be al- 
lowed departures, statistical proof to 
come. 

The rating laws, Mr. McMahon sug- 
gested, may need refurbishing. They 
were evolved in the late 1940s, they 
were constructed hastily, and they 
were made of material that in part 
was faulty. He said that statistics per- 
mitted by the laws may include those 
of independents and organizations. 

What is called for is a logical inter- 
pretation of statutory material, plus 
the other factors that properly bear on 
filing approval. Yet some states are 
not following so clear a path. He won- 
dered if the geographical location of 
bureaus and supervisory authorities 
which makes possible frequent and 
regular communication is exerting un- 
due influence in department decisions. 

Recent results, Mr. McMahon said, 
in fire and allied lines, and in auto- 
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risk inspection. The time to 
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The day Jane 


hit town! 





The Navy had kept its eye on Jane. 
But when the flash came, “JANE 
ARRIVING OSAKA 1100 HRS” — 
there was no stopping her! 


In four hours she wrecked a mis- 
sion house, smashed three automo- 
biles, destroyed a motion-picture 
theater, a warehouse, two oil tanks, 
and to top it all — drove a boat into a 
loading dock, demolished the dock 
and vreaciied a sea wall! 


As you may have guessed, “Jane” 
was the curiously gentle name the 
Navy gave to an advancing typhoen! 


It was a severe blow to property 
owners — but not to those who sus- 
tained the damage above. Their 
claims were paid on the spot. They 
recovered every cent — because they 
had American insurance. 


Their policies had been handled by 
brokers in various parts of the U. S., 
through American International 
Underwriters. The brokers needed 
no special knowledge of Japan. They 
simply obtained the same kind of 
information they would for domestic 
risks. AIU specialists drew up the 
coverage required. 


Such policies are subject to U. S. 
courts. Yet they conform to every 
law and insurance regulation of the 
foreign country concerned. Special 
problems are met. Language and 
terms are American, understood by 
your client. 


Claims action is on the spot. Pay- 
ment is prompt, and in the same 
currency in which the premium is 
paid. This includes U. S. dollars 
where local laws permit. 





Many brokers are passing up 
valuable opportunities to enrich their 
portfolio — simply because they do 
not realize how enormously the U.S. 
foreign risk market has grown. Such 
risks are now found in every U. S. 
business community. The first pros- 
pects tocheck are your own accounts. 
The resuits may surprise you! 


Remember, you don’t have te bean 
expert to handle foreign risks. Bring 
them to AIU — and AIU is your 
expert! For full information and 
literature, write to Dept. E of the 
AIU office nearest you. 
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mobile, show that the bureaus are not 
achieving a result in rating superior to 
that of independent insurers. There are 
intelligent men in rating bureaus and 
in the companies that are members of 
bureaus. But pressures are being ex- 
erted on the independent’s freedom of 
action. 

The real challenge in administration 
of the rating laws, Mr. Dunavant said, 
is with new methods and approaches. 
Here the rater must be sure before he 
disapproves the filing that it does not 
meet the tests of the rating law. 


There are too few raters in depe 
ments, he observed. Michigan has two. 
Consequently, the departments need all 
the help they can get from the indus- 
try itself, particularly as respects self 
policing. 

He believes competition promotes 
better and new insurance products, 
greater efficiency, and improved meth- 
ods. 

If independent filers furnished more 
supporting material, however, filings 
would be greatly facilitated, he said. 
A filing that consists merely of manual 
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pages is not a particularly good one. 
With respect to major modifications, 
independents ask for approval and say 
the modification will work—but raters 
want to know why the company thinks 
the modification will work. It will help 
to get approval if the company ex- 
plains its reasoning and cites prece- 
dents or experience, if any. Experience 
isn’t essential in every filing, but if 
the company has some, it should sup- 
ply it, he said. 

What about 
“We think it 


the judgment factor? 
will work” is hardly 
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enough, he said. The rater at the least 
is entitled to have the reasoning that 
led to the filing. After all, independent 
filings make more work for depart- 
ments. But their filings have led to 
insurance improvements. In Michigan, 
for example, an independent first filed 
unsatisfied judgment cover; an inde- 
pendent first filed uninsured motorist 
cover; it was an independent that, 
when the big windshields came in, 
introduced a differential in rate for the 
old glass and the new wraparounds, 
Also, he said, it was an independent 
that first interpreted outstanding auto 
policies as covering the higher finan- 
cial responsibility limits. An independ- 
ent first gave driver education credit 
in auto rates. 


Mr. Kates emphasized the profit mo- 
tive behind filings. No company, he 
said, files rates which it feels are in- 
adequate for its operation. Anyway, 
rates are subject to periodic changes. 

He indicated it would be pretty dif- 
ficult for a company to explain to the 
departments all of its efforts and ac- 
tions, past and future, to make the 
rate on a filing adequate. Who is in a 
better position to judge adequacy than 
company executives who are striving 
to make a success of the venture? The 
rater should consider the financial 
strength of the company, the character 
of the management, and the past rec- 
ord of the company, plus the compa- 
ny’s personnel. If these are satisfac- 
tory, then the company can operate on 


Service Guide- 
































J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 


Phone HArrison 7-3230 
175 W. Jackson Bivd., Chicago 4 








NEW YORK 





In the Insurance Industry 


WORK means SERVICE 


Ralph A. Work, 
General Adjuster for the Companies 


132 Nassau St. WO 2-3913 
24-HOUR SERVICE—Residence Phone RA 9-2966 





C. R. WACKENHUTH AND SON 


C. R. WACKENHUTH ~~ R. C. WACKENHUTH 
ADJUSTERS FOR THE COMPANIES 
ALL LINES 


301 Mid-Continent Bldg., Tulsa, Oklahoma 
Phones LU 2-5460 GI 7-3850 




















ASSOCIATED CLAIM SERVICE, INC. 


John S. Tasch, President 
ADJUSTERS 


For the Companies and Self- 
Insurers only 


222 W. Adams Street Phone DE 2-5456 


OHIO 











JOHN H. HUNT & CO. 
330 So. Wells St. Chicago 6, Ill. 
Investigators and Adjusters 
ALL CASUALTY LINES 
Servicing Chieage and vicinity, Waukegan, 





tl., Gary, and Nor nm ind. 
urst Branch: Me Branch: Gary Branch: 
118 S. York 215 W. Water St. 1228 W. oe oe 


Tel. TE 4-9480 Tel. DElta 6-8822 Tel. TUrner 2-9338 
4 Hour Service 
Phone HArrison 7-0153 Night: TErrace 4-7840 








R. L. LYNCH AND COMPANY 
mae Fire and Casualty—All Lines 


H. 0.—Springfield, lilinois 


Illinois Branch Offices 
Alton - Belleville - Decatur 
Jacksonville - Peoria 








O. R. BALL, INC. 


Fire - Inland Marine 
Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
FLorida 1-5095 





UTAH-IDAHO 








INSURANCE ADJUSTERS 


428 So. Main, Salt Lake City, Utah 
First Security Bank Bldg., Pocatello, Idaho 





258 W. Broadway, Idaho Falls, Idaho 














D. J. SCOTT & SON 


302 Home Savings & Loan Bldg. 
Bann, “we 3, Ohio 
one Riverside 6-4661 
Night: skyline 8-5425 and SKyline 8-3978 
FIRE & ALLIED LINES 
35 Years Experience 24 Hour Service 


WISCONSIN 











THOMAS D. GEMERCHAK 
Insurance Adjusters 
All Lines 


416 Citizens Bidg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 - Res. Fa. 1-9442 


ROY H. SCHALLER & CO., INC. 


Investigators & Adjusters 


Milwaukee Office 
Bankers Bidg., 208 E. Wisconsin Ave. 
Telephene Broadway 1-4048 
Chicago Office 


460 Ins. Exchange Bidg., 175 W. Jackson Bid. 











Telephone WAbash 2-3541-2 





TORONTO-CANADA 





LIVINGSTONE 
ADJUSTMENT SERVICE 


619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur - Mattoon 
Mt. Vernon - Belleville - Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 








R. S. LANDEN ADJUSTMENT CO. 


83 So. High Street - Suite 410 
Phones: Capital 8-2447 
Night: Hudson 8-6578 - Franklin 2-8376 
Columbus 15, Ohio 


ALL LINES 








ADAMSONS, LTD. 


Established 13894 
seen . intone Marine - Seopetty 
nd Auto wae os 
10 Lines to serve 
Our cars are equipped with, vette 
for fast efficient servic 
ne: EMpire 36223 


Phon 
9 Wellington St., East Toronto 1 








O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








The LAWRENCE WILSON COMPANY 
Managing General Agents 
“Unexcelied Insurance Facilities” 
SERVICE TO LOCAL AGENTS 

AND BROKERS EXCLUSIVELY 
First National Bank Building Tulsa 3, Okia. 








TRANS-CANADA ASSURANCE 
AGENCIES, INC. 
LLOYD'S CORRESPONDENTS 
SPECIAL RISKS—SURPLUS LINES 
REINSURANCE 
1231 Ste. Catherine St., West 
Montreal, Canada 








Ralph B. Leonard & Company, Inc. 


25 Boad Street New York 4, N. Y. 
Telephone Digby 4-7485 
“Brokers-Dealers in Insurance Stock” 


Life — Fire — Casualty 








BOWLES, ANDREWS & TOWNE 




















ACTUARIES 
Insurance Company Manag t Consultants 
LIFE — FIRE — CASUALTY 
RICHMOND ATLANTA NEW YORK 
D) CONSULTANTS dg 






IN MARKETING AND MANAGEMENT 

FOR THE INSURANCE BUSINESS 
FRANK LANGY.AASSOCIATES 
ONE NORTH LASALLE ST, 


52) FIFTH! AVENUE 


CHICAGO 2, ILLINOIS NEW YORK 17, NY. 








>_ 














kia. 




















October 24, 1957 


this filing safely for the next year, he 
said. 

Mr. Kates, who was once in the New 
York department, said insurers should 
make a good presentation to raters. 
They should realize that there are in- 
creasing pressures being applied to 
raters by organization companies. The 
road of uniformity, he averred, is the 
easiest one to travel—except for the 
public. 

In the question and answer period 
which followed the talks, one executive 
asked if any thought has been given 
to rating automobile on an occupational 
basis. Mr. Kenney said it would be 
hard to set up such a classification 
system, though it is good underwriting 
procedure. If a company wanted to do 
it, it should be permitted to do so, he 
said. There are no statistics, though 
presently there is a partial occupation- 
al classification in the business use 
category. However, he predicted, 40 of 
48 states will ask for statistics in con- 
nection with any such filing. 

Mr. Holderman pointed out that 
State Farm Mutual has kept statistics 
by occupation. 


One observer pointed out that bu- 
reaus are claiming jurisdiction of 
homeowners and are assessing costs 
against independent filers of the home- 
owners policies. How can a company 
file the homeowners independently, 
and still not withdraw from the bu- 
reaus for residential fire? 

Mr. McMahon said it has been pos- 
sible to maintain independence on the 
homeowner filing, but the issue of as- 
sessment still is not resolved, though 
it is expected to be by year end. 

To what extent can a company jus- 
tify deviations in casualty by its ex- 
perience in fire? 

Mr. Dunavant said that in connec- 
tion with deviation on the expense fac- 
tor, the filer needs only a relatively 
small amount of experience for cred- 
ibility. In a filing based on ability to 
select a superior risk, the company 
needs to support it with considerable 
experience. 

The tendency today is to use cred- 
ibility as nothing or 100%, with no 
allowance for any credibility in be- 
tween. 

Should supporting information be re- 
quired if a company files rates identi- 
cal with the rating bureaus? Mr. Ken- 
ney said no, though the company, in 
filing, should point out that it is using 
the rating bureau experience in sup- 
port. 

In fire deviations what criteria 
should be used? Mr. McMahon said 
there are no real criteria. Within aver- 
ages many companies will enjoy su- 
perior results. The thing to do is to 
explain fully to the department what 
the company has in mind and the 
reasons for it. 

Mr. Kenney said Allstate has filed 
a lot of independent fire rates. Ini- 
tially the filings were made only in 
analogy to casualty experience—the 
company made no attempt to use a 
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loss ratio. Now that Allstate has quite 
a volume of fire, it can demonstrate 
that its loss ratio is far below the 
permissible 50. 

Mr. Dunavant suggested that there 
is a 6% profit factor in the rates and 
that part of this can be used to jusify 
a filing. 

In answer to another question, Mr. 
Dunavant said that rates and forms 
cannot be wholly divorced. If a com- 
pany filed a non-standard policy, 
broader in form than the standard, it 
could charge more for it. Mr. Kenney 
asked if, in case a company improves 
a policy 3%, it could charge 10% more. 
Mr. Dunavant said yes, if it is worth 
10% more. He suggested that if a com- 
pany charging 80% of the bureau rate 
improved its policy 10%, it could 
charge 90% of the bureau rate. 





Advises On Protection 
When Moving To Suburbs 


(CONTINUED FROM PAGE 7) 
ties outside of New York City in 1956. 

The reinspection of protected and 
class C or part protected communities 
in many cases indicated a depreciation 
in fire defenses, he said. Here recom- 
mendations for improvements were 
made and revisits occurred at appro- 
priate intervals to review the progress 
of complying with recommendations. 
These activities by rating bureaus 
have been in part responsible for 
the long term downward trend in 
rates affected by basic community 
ratings, a fundamental in the fire in- 
surance rating schedules. 

Also, he said, rating bureaus and 
many companies provide _ reinspec- 
tion services on qualified properties. 
Recommendations as a result of in- 
spections made by trained fire pro- 
tection engineers promptly are presen- 
ted to the property owner. This pro- 
cedure tends to avoid increases in 
fire insurance costs and in some cases 
to reduce rates by the compliance with 
recommendations that bear on factors 
already taken into account in the rat- 
ing schedule. 

Prompt compliance with recommen- 





dations made by insurers or rating 
bureaus is one indication of superior 
management, he believes. Some rating 
schedules provide for a credit item 
which is a measure of the manage- 
ment’s interest in fire protection and 
prevention. Such evaluation is made 
on a very broad basis. In addition to 
recommendations, consideration is giv- 
en to the physical care of all fire ap- 
pliances and to testing programs in- 
stituted by management for sprinkler 


27 
equipment, water supplies, hydrant 
hose and auxiliary equipment, fire 


alarm devices, and all the other fire 
appliances recognized in the rating of 
the property. 

Thus there are possibilities of cost 
reduction through a knowledge of fire 
insurance rating schedules, but after 
the knowledge must come application 
of proved fire protection principles in 
order to make the schedules for in- 
sured, he said. 











WAbash 2-9580 





fA 


' 9, % 


NAME TO REMEMBER 


-... SURPLUS LINES 
: REINSURANCE 
~” EXCESS INSURANCE 


MacGIBENY- 


INSURANCE 


175 WEST JACKSON BOULEVARD « CHICAGO 4, ILL- 


GRUPE, Ine. 


TELETYPE CG2629 





Representing Underwriters 
at Lloyd’s, London 




















Innouncing the 1960 Bond 





Court 
Contract 





License & Permit 


Fiduciary 


— PLUS — 


Public Official 


SURPLUS LINE BONDS 





Miscellaneous Indemnity 


Bail 
Fidelity 


Lansing, Michigan 


Comfplele hond Service 


MICHIGAN SURETY COMPANY is looking for bond 
producers and will PAY MORE for the business. 


Michigan Surety Company 


ONE OF AMERICA’S OLDEST AND FINEST SURETY COMPANIES 








cy sa fs es “APS r 
i Aa 














NAMIA CONVENTION HeNATIONAL UNDERWRITER October 24, 1957 


























ADDS SCORING PUNCH TO AGENTS’ SALES 


Beginning September 21 Kemper Insurance again backs its agents 
with a coast-to-coast television show—the NBC Football Scoreboard. 


ence of 6,000,000 families will hear the Kemper story of unbeatable 


p e r TV On eight Saturdays following nationally televised games an audi- 


countrywide insurance service, and full line facilities at standard 


Fi HH, a | rates but with a savings opportunity through policyholder dividends. 


Equally stressed is local agency service and the fact that Kemper 


Insurance is sold only through agents and brokers. 


If you are interested in representing one of the progressive 
Kemper companies write N. C. Flanagin, Exec. Vice-President, at 
Home Office. 
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Mutual Agents Gather At Chicago 


Mutual Agents Told How Anti-Trust 
Litigation Affects Mutual Insurance 


Private Insurance 
Is Only Workable 
Way, Panel Agrees 


Five Viewpoints 
Affirm Belief In Agents’ 
Function At NAMIA Forum 


A general agreement that private in- 
surance, unfettered by federal inter- 
vention, is the only workable system 
of risk coverage in a progressive econ- 
omy and that the agent is the vital 
link in the insurance distributing sys- 
tem was concluded by a panel repre- 
senting viewpoints of the buyer, pro- 
ducer, legislator, company man and 
commissioner which held forth at Na- 
tional Assn. of Mutual Insurance 
Agents convention in Chicago last 
week. 

This court of opinion was composed 
of Commissioner Joseph A. Navarre of 
Michigan who is president of National 
Assn. of Insurance Commissioners; 





J. A. Navarre 


C. M. Smith 


State Sen. Marvin F. Burt of Freeport, 
Ill.; Hugh H. Murray Jr., agent of 
Raleigh, N. C.; R. B. Myers, insurance 
manager of Fairbanks, Morse & Co. of 
Chicago, and Robert B. Taylor, presi- 
dent of Mill Owners Mutual of Des 
Moines and former Oregon commis- 
sioner. The panel moderator was Chase 
M. Smith, general counsel of Lumber- 
mens Mutual Casualty. 

Following are the questions directed 
to the panel by Mr. Smith and a digest 
of opinions offered by each panelist. 

What is the function and utility of 
the local agent? 


Sen. Burt: The agent must see that 
his policyholder has proper coverage 
and should assist the policyholder in 
handling claims. A weakness is that 
many agents do not keep close enough 
check on their policyholders’ present 
coverage, especially auto PDL. 

Mr. Taylor: The agent should sell 
himself rather than the company 
which he represents, since it is the 
agent who renders the service. Only 
by selling the value of these services 
can he compete against pure price. 
“The greatest intangible that goes with 
the insurance policy is the agent’s 
service.” 

Mr. Navarre: If everyone knew ev- 
erything about insurance procedures 
and handling claims before buying in- 
Surance contracts, there would be no 
need for the agent. Since this isn’t the 
case, the agent is the vital link in the 
distribution system of the insurance 


business. As long as the agents render 
(CONTINUED ON PAGE 36) 


In his address on “Important Ques- 
tions of the Day (Anti-Trust), before 
the annual meeting of National Assn. 
of Mutual Insurance Agents last week 
in Chicago, Victor R. Hansen, assistant 
attorney general in charge of the anti- 
trust division of the Department of 
Justice, touched particularly on how 
the situation affects mutual companies 
and their agents. 

The purpose of anti-trust laws is 
the protection of the paramount public 
interest in the preservation of free 
competition and not the champion- 
ing of any particular group’s private 
interests. “It goes without saying that 
we take no part in the controversy of 
stock vs mutual insurance and, at 
this time, we are not aware of any 
factors which would lead us to believe 
that a substantial, well managed com- 
pany organized under one of the above 
plans, offers any more protection to a 
mortgagor or mortgagee than a com- 
pany organized under the other.” 


Complaints relating to the refusal of 
mutual insurance are treated, Mr. 
Hansen said, “just as we do other 
complaints of restrictive practices. We 
look for two elements in a particular 
situation: (1) intent, and (2) effect. 
Under intent we are interested to 
learn whether the fact of refusing 
mutual insurance is simply a device 
to channel the borrower’s insurance 
to an affiliated insurance agency or 
company. In this connection, we want 
to ascertain whether the officers of 
the lender are also officers of an in- 
surance agency or an insurance com- 
pany, to which they are steering busi- 
ness. We are very much interested in 
whether a substantial number. of lend- 
ers with affiliated agencies in the 
particular area involved, also refuse 
all mutual insurance. This latter fact 
might indicate the existence of a con- 
spiracy to refuse mutual insurance.” 

e . s 

If it develops that a very substan- 
tial lender in a particular area refuses 
all mutual insurance or that a sub- 
stantial number of smaller lenders re- 
fuse all mutual insurance, he said 
there would be a strong showing that 


the borrower has been unreasonably 
debarred from a reasonable choice of 
insurance. 

When a pattern of complaints builds 
up against a particular lender, Mr. 
Hansen explained they may be 
handled in one of several ways. “First, 
we have set up liaison procedures with 
other interested government bodies 
whereby we can consult with them to 
determine whether any administrative 
measures can and should be taken. 
Some of these, such as the Veterans 
Administration, the Federal Housing 
Administration, the Federal National 
Mortgage Assn., and the Federal Re- 
serve Board, have cooperated in our 
program directed against mortgage in- 
surance tie-in practices. 

. a - 

“Second, these complaints become 
the subject of preliminary inquiries, 
full investigations by the FBI, and by 
federal grand juries. Several FBI in- 
vestigations are pending or have been 
concluded, and additional ones are be- 
ing planned for other areas of the 
country. We have currently one grand 
jury investigation in progress involv- 
ing a large residential mortgage lend- 
er. This investigation is based upon 
complaints by responsible representa- 
tives of insurance organizations as well 
as by complaints received from indi- 
viduals and insurance agents. The 
complaints allege that a preponderant 
portion of hazard insurance paid for 
by borrowers of the institution is fun- 
neled to an insurance company which 
is controlled by officers of the lending 
institution and that the channeled 
business constitutes the majority 
of insurance written by the affiliated 
insurance company. 


“As a result of these complaints I 
requested the FBI to conduct a full 
field investigation. However, in this 
particular case the institution and its 
affiliated agency and company refused 
to permit the FBI to examine their 
files. When this occurs, the division 
has but two alternatives—either to 
drop the investigation, or to present 
the matter to a grand jury. 

“Because of the importance which 

(CONTINUED ON PAGE 32) 





The new officers of NAMIA and past president assembling here are: Harry 
E. Uhler, Baltimore, treasurer; Claude P. Coates, Ft. Worth, president; W. Frank 
Wood, Cleveland, Miss., secretary; John Keyser, Kalamazoo, vice-president, and 
Ralph P. Williams, Kansas City, immediate past president. 


Big Turnout Defies 


Flu Bug; Coates 
Elected President 


Mutual Agents Study 
Hazard Survey As Panels 
Dominate 3-Day Meeting 


By RICHARD G. EBEL 


e 

With potential attendance decimated 
by Asiatic flu, nonetheless an en- 
couraging turnout of some 600 of the 
able-bodied members of a burgeoning 
National Assn. of Mutual Insurance 
Agents, which sported a 33% increase 
in membership over last year, assem- 
bled for their annual convention last 
week at Hotel Sherman in Chicago 
to focus attention on important ques- 


tions with which mutual agents are 
faced. In the course of business, 
Claude P. Coates of Ft. Worth was 





Shown here is the duumvirate which 
will head NAMIA for the coming year. 
The engaging grins come from Claude 
P. Coates, Ft. Worth, (left) who was 
elected president, and Henry D. Bean, 
Haddonfield, N.J., 1st vice-president. 


elected president for the coming year, 
succeeding Ralph P. Williams of Kan- 
sas City. 


Elected 1st vice-president was Hen- 
ry D. Bean of Haddonfield, N. J., other 
new vice-presidents being Al H. Field, 
Hickory, N. C., John C. Parsons, Syr- 
acuse, Ralph A. McCool, Memphis, and 
John Keyser, Kalamazoo. W. Frank 
Wood of Cleveland, Miss, was named 
secretary, and Harry E. Uhler, Balti- 
more, became treasurer. 

Agents launched a sputnik of their 
own in the insurance orbit with an 
informative discussion Tuesday after- 
noon probing the value of a complete 
survey of client’s hazards as a modern 
sales and service technique. Subject- 
ing this idea to scrutiny were Ben- 
jamin G. Sager, Cleveland, past presi- 
dent and a director of the association; 
Robert W. Putnam, Roanoke, Va., a di- 
rector, and Henry K. Duke, insurance 
consultant of Cumberland, Md. 


An appeal for the application of in- 
surance principles to the industry was 
made by Mr. Duke. “There are some, 
myself included, who feel that the in- 
surance industry generally has done 
itself a tremendous disservice by 
maintaining an almost ostentatiously 
practical attitude that insurance theo- 
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ry is all right for the professors and 
the actuaries to fool around with, but 
that it has no direct and useful appli- 
cation to every-day insurance affairs. 
This I can see is an error of the first 
magnitude and one which may lie at 
the root of many of our present dif- 
ficulties.” 

As a definition of an insurance prin- 
ciple, he suggested: “An insurance 
principle is a course of action which, 
if you don’t follow it, you will lose 
your shirt in the insurance business.” 
Apropos of this, he said: “The indus- 
try has paid less attention to insurance 
theory than it should have, and this 
represents at lease a contributing 
cause of their troubles.’”’ Although he 
said agents were not faced with the 
responsibility of solving the industry’s 
problems like rising costs or mounting 
loss ratios, he did not absolve them 
from the guilt in ignoring the tremen- 
dous contribution which insurance 
theory can make to the “fruitful and 
effective pursuit of our profession of 
selling insurance.” 

Mr. Duke charged that the hazard 
survey has been “prostituted by agents 
as well as by home office selling staff, 
by being thought of and presented as 
a sales gimmick or sales approach in- 
stead of what it actually is—a tech- 
nique inseparably combined with a 
philosophy of professional insurance 
service.” 


Mr. Duke remarked that insurance 
companies, which have vice-presidents 
in charge of claims, production, under- 
writing and so on, would do well to 
appoint a new V-P—a vice-president 
in charge of facing the facts. The time 
has come, he said, when companies 
no longer can afford to ignore the 
facts. “We are worried about the in- 
adequacy of fire insurance rates, and 
tthe difficulty of persuading state in- 
surance departments to permit in- 
creases, but haven’t we consistently 
refused to face the fact that our fire 
insurance rating system is both un- 
scientific and capricious?” 

Agents have a few facts to face too, 
he declared. He deplored what he des- 
cribed as agents who regard them- 
selves as insurance professionals but 
who act as merchants selling insur- 
ance as a commodity. “What is gained 
by maintaining that insurance is a 
professional service when we see it 
sold over one counter while wheelbar- 


HeNATIONAL UNDERWRITER 





Officials of Michigan Millers Mutual who attended the NAMIA convention 
in Chicago are: W. F. Whipple, casualty manager; S. L. Baker, president; Calvin 
H. Shultz, advertising and sales promotion manager, and R. E. Hewett, assistant 


agency supervisor. 


rows and sink washers are sold over 
the counier next to it? My position is 
that insurance could be and should be 
a professional service rather than a 
commodity, but it is necessary that 
we make it so by the quality of our 
service, and this appears to be an ex- 
cellent reason for adopting the phil- 
osophy and technique of the hazard 
and insurance survey.” 


Mr. Putnam described the hazard 
survey as being “a wonderful entry 
to accounts” and explained that a 
good survey must disclose all of the 
hazards which exist and show how 
these risks can be either eliminated or 
reduced. To do a good survey, he said 
the agent must make a physical in- 
spection of the client’s property, com- 
pletely familiarizing himself with what 
the client owns and the type of work 
he does, and then make an appraisal of 
the value of the property. He warned 
that in many cases agents are peddl- 
ing policy audits to their clients as 
insurance surveys. “If we are giving 
him a list of policies let’s say ‘here is 
a list of policies’ not ‘here is a survey’.” 

Mr. Putnam said that the agent 
must keep in mind that he is doing 
an analysis of exposures instead of a 
selling job. “Otherwise you are think- 
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ing ‘what can I sell him’ rather than 
‘what does he need?’” 

The way the agents accept this sur- 
vey approach will determine “the sur- 
vival or elimination of the indepen- 
dent agent,” Mr. Putnam said. 

Mr. Sager said the agent must con- 
vince the client that the survey is the 
last word in insurance and covers 
everything. That puts it up to the 
agent to make sure the survey actually 
does. 

If the loss occurs that isn’t covered, 
he said, there are only two people to 
blame: The agent who sold the insur- 
ance and failed to cover the exposure 
or the client who didn‘t buy what the 
agent told him. 

Educational horizons of the agent 
were dealt with at the Wednesday 
morning session in a discussion on the 
professional concept of the insurance 
business and the necessity of studying 
as long as the agent is working. David 
A. Ivry, associate professor of insur- 
ance at University of Connecticut and 
director of the mutual agents school, 
and former students of the latter 
course participated in the discussion. 

Components of this professional con- 
cept, Mr. Ivry said, are a career at- 
titude and an expert knowledge of the 
subject matter, an inclination toward 
serving those whom one is dealing 
with, and loyalty to fellow practition- 
ers. 

He discussed CPCU work and the 
mutual agents school—a five week 
summer course in insurance theory 
and practice which was inaugurated 
last summer at University of North 
Carolina, and which is_ tentatively 
scheduled for Oberlin college next 
July, Epigrammatically stressing the 
need for studying throughout one’s 
working life, he said: “He who ceases 
to study will soon cease to think; he 
who ceases to think will cease to grow; 
he who ceases to grow will soon begin 
to retrograde; he who retrogrades will 
cease to enthuse; he who ceases to en- 
thuse about his life’s work will cease 
to love it; and he who ceases to love 
his work is in an unholy mess.” 

Commenting on part 4 of the pro- 
fessional concept—loyalty to fellow 
practitioners—Mr. Ivry pointed to a 
need for ethical conduct among agents 
and a desire to work with the state 
and national associations. 

In predicting success once an agent 
adopts this professional concept, he 
quoted thusly from S. S. Huebner: 
“*When the agency system has become 
welded to the full professional con- 
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cept, it will promote the growth of 
property insurance where today’s own- 
ership of property insurance will seem 
to have been a modest beginning.’ ” 

The conventioneers were welcomed 
by John B. Read, Chicago, chairman 
of the convention and president of the 
Illinois association, at a luncheon Mon- 
day noon. Guest speaker at the lunch- 
eon was Tom Collins, humorist and 
philosopher. 

Following the luncheon was the reg- 
ular business meeting conducted by 
President Williams at which charters 
were presented to 30 state and regional] 
associations. John R. Chappell, first 
president of NAMIA, presented the 
first charter to Joseph L. Norton, pres- 
ident of the North Carolina association, 
which was the first association found- 
ed. 

Eleven new directors were elected. 
They are: Grady R. Woolley, El Dora- 
do, Ark.; Donald Hummel, Oakland, 
Ia.; Claude E. Spencer, Danville, IIL; 
W. Frank Wood, Cleveland, Miss.; W. 
A. Turner, Sidney, Mont.; A. H. Field, 
Hickory, N. C.; Herbert P. Young, Co- 
lumbus, O.; Sterling Sasser Jr., Austin, 
Tex.; Forrest S. Towe, Charlottesville, 
Va.; Bryan F. Gray, Shinnston, W. Va.; 
and Edward Everest of Connecticut. 

Assistant General Manager William 
Stringfellow submitted evidence that 
the 1957 membership drive had met 
with somewhat more than modest suc- 
cess, bringing in 1,800 reinforcements 
to increase the membership to 7,386. 
This figure represented a 33% rise over 
last year’s roll. 

C. Goodman Jones, Bluefield, W. Va., 
chairman of the special objective com- 
mittee appointed at the New Orleans 
meeting, presented a list of the basic 
aims of NAMIA which had been ap- 
proved by the board, These objectives 
are: 

To promote to the public the benefits 
of mutual insurance sold and serviced 
by local independent mutual agents. 

To promote the advantages of the 
independent agency system as opposed 
to any other system of selling insur- 
ance. 

To work aggressively for the elimi- 
nation of discrimination and coercion 
on the part of lending institutions in 
connection with the sale of insurance 
to the borrower. 

To provide members the best pos- 
sible information and guidance for ef- 
ficient and economical agency manage- 
ment. 


To help the independent mutual 
agent maintain his position as the best 
informed producer in the insurance 
business. 

To insist on a high standard of ethics 
and encourage friendship and coopera- 
tion among mutual agents. 

To oppose any state or federal gov- 
ernmental competition in the insurance 
business. 

To promote and maintain a close 
bond of cooperation between mutual 
insurance agents and agency mutual 
insurance companies. : 

To fight for the rights of mutual in- 
surance agents in their dealings with 
governmental agencies, both federal 
and state. 

To do all things necessary for the 
good of mutual agents and the cause 
of mutual insurance, to the end that 
mutual agents may better serve the 
public and their companies and there- 
by endure and prosper. 

A national public relations contest 
among agency members of NAMIA 
was announced by the public relations 
committee. The competition will be di- 
vided into seven separate classifica- 
(CONTINUED ON PAGE 36) 
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Find out! 


Get all the details on the 
“Central Plan" that will bring 
you added premium volume! 
Write today; we'll rush this 
interesting booklet to you. 
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From counting-house to dog-house, 
Central will protect it—with the right 
policy for your prospect’s needs! Cen- 
tral’s outstanding capacity and com- 
plete multiple-line facilities please 
your prospects, and keep clients sold! 
There are other good reasons why sell- 
ing Central is good business, too. Find 
out about them. Write, wire, or phone. 


INSURANCE COMPANY 
VAN WERT, OHIO 


Branch offices in: Atlanta, Boston, Dallas, Denver 
Los Angeles, Montreal, New York, San Francisco, Toronto 
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Hear How Anti-Trust Litigation Affects Mutuals 
(CONTINUED FROM PAGE 29) 
attached to this matter, I chose the tinuing at the present time, Mr. Han- 
latter alternative.” sen said. Although he did not men- 
This grand jury investigation is con- tion the location, it is understood to be 
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tree... a little cream may just do 
the trick. The cream you offer them 
is Norfolk and Dedham’s long record 
of savings to policyholders which 
substantially reduce premiums. Here's 
a Norfolk and Dedham extra that 
helps you sell insurance, more easily. 
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Los Angeles. The facts unearthed by 
the investigation should determine 
whether the particular institution (at 
Los Angeles), its affiliated insurance 
agency and company and important 
officers have in fact acted in violation 
of the Sherman act, he declared. 

Mr. Hansen also went into the two 
Justice Department actions against lo- 
cal boards. 

In 1956 a district court opinion was 
rendered in the case of U. S. vs In- 
surance Board of Cleveland. The board, 
with a membership of 452 agents, ac- 
counted for about 85% of all fire in- 
surance coverage in the Cleveland 
area. The complaint, Mr. Hansen said, 
alleged that the board conspired with 
its members to restrain and monopolize 
interstate commerce in the business 
of selling and writing fire insurance 
in that area through the operation of 
certain rules which constituted illegal 
boycotts. According to the complaint, 
these boycotts were used against non- 
member agents and companies, against 
deviating companies or those returning 
any part of the premium as a divi- 
dend or allowance, against mutual 
companies and against companies sell- 
ing insurance directly to the public 
through branch offices. Upon cross 
motions for summary judgment, the 
court said, with respect to the last 
rule: “The direct writer rule is a 
group refusal to deal which relies 
upon coercion to effectuate its purpose 
and, under the authorities... , it 
must be held to impose an unreason- 
able restraint of competition in inter- 
state commerce.” 

. ° . 

The government contended, Mr. 
Hansen went on, that each of the 
rules, including the mutual rule, con- 
stituted an agreement to boycott and 
as such was illegal per se. The agents 
conceded in effect, he said, that the 
rules were concerted refusals to deal, 
but said they must be proven to be 
unreasonable before they could be held 
illegal. With this the court agreed. In 
a further consideration of its reason- 
ableness, the court distinguished three 
aspects or effects of the mutual rule: 
That membership of the board is lim- 
ited to stock agents (which the court 
said is not unreasonable); that it pro- 
hibits interchange of excess insurance 
business between members of the 
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board and mutual companies and 
agents, and that it constitutes an 
agreement among the members not 
to represent mutual companies. After 
a general discussion of these last two 
effects, the court held that there was 
insufficient evidence in the record to 
justify the granting of either parties’ 
motion for summary judgment. 

Mr. Hansen said a trial date in this 
case has not vet been set. 

In U. S. vs New Orleans Insurance 
Exchange, the government complaint 
was similar to that against the Cleve- 
land Board. The exchange, a private 
asscciation of 130 insurance agencies, 
which controlled approximately three- 
fourths of the fire, casualty and surety 
insurance business in the New Orleans 
area, was charged with violations of 
sections 1 and 2 of the Sherman act, 
In the words of the court: 

“The group boycott is’ effected 
through a series of bylaws of the ex- 
change by which members thereof 
agree to boycott any stock company 
which plants through any except ex- 
change agents in the New Orleans 
area, to boycott any stock company 
which sells directly to the public, to 
boycott mutual companies irrespective 
of how or by whom the insurance js 
sold, and to boycott non-member 
agencies so that the facilities of com- 
panies planting exclusively through 
exchange outlets are denied such 
agents.” 

The exchange, Mr. Hansen said, 
stated that one of its reasons for boy- 
cotting mutual companies was that the 
mutuals are socialistic in character 
whereas its membership is dedicated 
to the American way of life. The court 
disposed of this claim by saying: 

“That argument sounds high and 
lofty but the truth is that not only are 
mutuals boycotted under the require- 
ments of the bylaws, but any com- 
pany, stock, mutual or _ otherwise, 
which does not plant exclusively with 
exchange members is likewise dis- 
criminated against. Thus the touch- 
stone for acceptance by the exchange 
is not belief or disbelief in sociaism 
but willingness to submit to the re- 
straints imposed by the exchange.” 

The court rendered its decision in 
February of this year and held that 
this illegal group boycott must be 
destroyed. An appeal is now pending. 
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Fergason Offers Practical Suggestions 
For Getting Young Men Into Agencies 


In 1954 rarely a week passed with- 
out an agency asking, “How can we 
pring younger men into our agency?” 
A year later, the same problem faces 
agency owners—of getting, training, 
and integrating a new crop of man- 
agement candidates. It is still a key 
problem, Guy Fergason of Fergason 
Personnel, Chicago, said in addressing 
the Monday afternoon session of the 
NAMIA convention. 

As owners discuss ideas for attract- 
ing competent understudies, one idea 
seems to prevail—‘sell them a piece 
of the business.” But they never get 
around to putting their plan into op- 
eration, Mr. Fergason observed. Pro- 
crastination, coupled with the job of 
handling daily details, keeps pushing 
the decision to do something about the 
agency management farther and farth- 
er into the future. 


. . . 


Mr. Ferguson’ gets’ applications 
weekly from former special agents who 
have been in local agencies for two or 
three years asking for help to get back 
into company ranks. 

Agencies are subject to the same 
growth factors as are other types of 
business and industry, he said. The 
country’s economic growth averages 
about 3% a year. Agencies ought to 
grow with the times. 

Agencies should have a definite pol- 
icy specifying the functions of the 
agency for which each partner is re- 
sponsible. With more internal coopera- 
tion, an agency is not so apt to be dis- 
solved upon the death of one of the 
owners, who kept all the operations 
under his thumb. 
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If there is a definite training pro- 
gram and each partner cooperates in 
the program, persons can be found who 
will enter agencies to learn, and buy 
into, the business. 














An employe should not be a partner 
when he first enters the agency. But 
in two or three years a small interest 
with an opportunity to participate in 
the profits will be an effective incen- 
tive. Even a one man agency has to be 
properly managed if it is going to grow 
and be successful. This becomes more 
important as the agency increases in 
size. One person cannot perform all 
functions—they must be delegated, at 
least in part. The average agency is 
often started and promoted as a one 
man operation, by a salesminded but 
not an administration person. Sales 
ability and promotional drive may be 
lost as administrative and managerial 
responsibilities increase. The ability 
successfully to perform in a specialized 
occupational field is not a guarantee 
that a person can perform as well in 
other fields. 


Training takes time and patience, 
attention to details, planned explana- 
tions of the operations of a business, 
etc. Training is a difficult task, but 
the hardest part is to activate manage- 
ment to do it. 


15 years. A very successful agency, 
with an excellent reputation extending 
over 50 years, was owned by four 
partners ranging from 50 to 75 years 
of age. The agency had been managed 


The LUMBERMENS MUTUAL 
One case Mr. Fergason has watched INSURANCE COMPANY 
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MUSIC UNDER THE STARS Howard $ Babbur, J 


c erflow the famous shed for the evening concerts of the Boston Symphony 
Orchestra during the Berkshire Music Festival at Tanglewood. 


The Berkshires mean much to us. They gave us our name 
when this Company was founded 122 years ago. 


To some they mean a place where nature’s beauty is found in 
abundance, with its green hills, lakes and rivers, the lush spring 
blooms and the dazzling fall foliage. 

To others, the Berkshires are a recreational area offering a 
choice of ski slopes, swimming, fishing and sailing on the many 
lakes, hiking on the Appalachian Trail or golf on numerous 
challenging courses. 

To still others the Berkshires are a cultural center with music 
at Tanglewood and Music Mountain, the best in the Dance 
at Jacob’s Pillow or plays at Summer Theatres. 

To us, however, the Berkshires are also symbolic of the spirit 
of those early pioneers who in 1835 saw the need for and es- 
tablished a Company to provide sound insurance protection 
at a reasonable cost through local independent agents. 


BERKSHIRE MUTUAL 
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PROTECTION IN 


ACTION 





You're selling more than just policies when you sell 
Employers Mutual. You sell PROTECTION IN ACTION 


; * Immediate company ACTION on claims... 
through branch offices coast-to-coast and expe- 
rienced claims men. 


* Immediate ACTION on underwriting problems 
. by experts on coverages. 


bi Helpful, business-holding ACTION by skilled 
Accident Prevention engineers . . . stressing risk 
' improvement. 


A wena INSTITUTION 


OA, 


MUTUAL CASUALTY COMPANY 


Des Moines, lowa 


One of America’s Strongest . . . Assets Over $42 Million 


® Burglary and Robbery 
@ Fire and Inland Marine 
®@ Workmen's Compensation 


@ Aut Satie ft 





@ Fidelity & Surety Bonds 
@ General Liability 











PROGRESSIVE INDEPENDENT 
AGENTS PREFER TO SELL THE BROAD 
POLICIES, THE PROMPT SERVICE, 
AND THE FINANCIAL STRENGTH 
OF THIS 41-YEAR-OLD MUTUAL 
COMPANY. 
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AUTOMOBILE: FIRE 


BONDS - GENERAL CASUALTY 


Auto-Owners 


INSURANCE COMPANY 
HOME OFFICE AT LANSING, MICHIGAN 
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by the senior partner, a strict disci- 
plinarian. The partners had a buy and 
sell agreement. At various times one 
or the other partner discussed bringing 
a younger assistant into the business. 
Three times they hired a promising 
young man, but each one left after 
a short period. 

With the sudden death of the senior 
partner friction developed. Each re- 
maining partner felt he should head 
the agency. The original senior partner 
had not delegated authority or named 
anyone to carry on in his absence. In 
two years so much friction developed, 
the buy and sell agreement was exer- 
cised. Each remaining partner, in ad- 
dition to one employe, opened his own 
agency. These men are not doing as 
well separately as they did together. 
But even after this experience, the 
men have done nothing to perpetuate 
their present agencies and their man- 
agement. 


He suggested as one satisfactory ar- 
rangement, because it adequately com- 
pensates the salesmen as well as re- 
duces turnover of salesmen and ac- 
counts, is to give the salesmen drawing 
accounts justified by their past records 
plus a split commission on all their 
business. These men as a rule produce 
a minimum of $25,000. The accounts 
and any new business they secure be- 
come the business of the agency. New 
accounts are registered in the sales- 
man’s name and he gets full credit for 
all renewals and increases in these 
accounts. The agency splits the com- 
mission 50-50, and the salesman’s 
drawing account is deducted from 
the commissions earned, with the bal- 
ance being paid to the salesman. He 
is also given car and entertainment 
allowances. 


Say a salesman is assigned $50,000 
of premiums and assume he will pro- 
duce $25,000 of new business. (Direct 
writing insurers set quotas well above 
this figure.) On this basis, the sales- 
man would receive commission on 
$75,000 of business the first year. The 
average annual commission being 20%, 
there would be a gross commission in- 
come of $15,000. The company divides 
the commission on a 50-50 basis so 
that the salesman would receive $7,500 
the first year. On the same basis, with 
a $35,000 increase the second year, the 
commission would be $10,000 and the 
third year $12,500. The average sales- 
man or agent can properly serve from 
$100,000 to $150,000 of annual premi- 
ums. 

Some agencies give their good pro- 
ducers a bonus or share of the profits 
which is usually based on production, 
paid at the close of the business year. 


Agencies with profit sharing plans 
usually set aside a certain percentage 
of the new profit for department heads 
and producers. A small agency can use 
the bonus or profit sharing plan as 
well as a large agency. Many of them 
do. In some instances the profit shar- 
ing is used to purchase an interest in 
the agency. If, at the time of employ- 
ment, an opportunity to buy an inter- 
est in the agency is promised, usually 
a waiting period of from one to three 
years is recommended. A man might 
start out with a lot of enthusiasm, but 
lose interest when the novelty wears 
off. 


In selling partnerships to men who 
have helped build agencies, generally 
in such a sale the owner wants to keep 
controlling interest, but a _ definite 
agreement should be in writing, stating 
that the remaining partners have the 
first opportunity to buy the owner’s 
interest on his retirement or death and 
at a stipulated price. 

The owner of a large metropolitan 
agency had been dividing the net prof- 
its between two of his top employes, 
Since he was 60 years old, but very 
active in the business, he realized that 
he would have to turn over some of 
his profit to others. He increased the 
percentage of profit distribution which 
the top employes used to buy the agen- 
cy. Other plans have been devised to 
recognize top employes and make it 
possible for them to acquire agencies, 
in part or whole. 

There should not be more than a 
15 or 20 year age differential between 
owner and trainee. If there is, there 
may be too much of a paternalistic at- 
titude. 

Jealousy spoiled one training plan, 
Mr. Fergason said. The new salesman 
put more business on the books during 
the first six months than the owner 
did in the same period. The resulting 
increase in clerical work irritated some 
older office help to the point that they 
neglected the new man’s work and 
went out of their way to make life 
unpleasant for him. He soon quit the 
agency. 


Many agencies have been built up 
by one man who is a driver. He tells 
the new man that all he has to do is 
go out and knock on doors and he will 
get the business. This may or may not 
be true, depending on the reputation 
of the agency owner. But many agency 
owners fail to recognize that many new 
men coming into the insurance busi- 
ness for the first time are not as gen- 
erally experienced in business as their 
age may indicate because of college, 
military service, etc. They may need 
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more time to develop business maturi- 
ty and capacity. , 

It is said that agents will train new 
men only to have them start in busi- 
ness for themselves and take their cus- 
tomers. This has no foundation in 
practice, Mr. Fergason declared. Spe- 
cial agents cannot take 10% of the 
business when they change companies. 
Direct writers lose salesmen as a re- 
sult of better opportunities and better 
territories being offered them by com- 
petitors, but they are unable to take 
the business with them. 


Recheck of agencies sold during the 
past 15 years shows that the new 
owner rarely loses as much as 10% of 
the business due to the change in 
ownership. One agency has increased 
a $50,000 annual premium income to 
$225,000 in a three year period. If a 
salesman who is doing a good job is 
made to feel important and is ade- 
quately compensated for his services, 
he will not leave and start his own 
agency. 


If the new man develops to where a 
partnership interest is indicated, Mr. 
Fergason suggested that in taking the 
final step: 

“Have a definite plan for teaching 
him how you have built your agency 
and how you expect him to carry on. 
Be prepared to spend time with him 
discussing your customers and your 
plans for the future. Give him some 
accounts to work on. Help him; you 
will be helping yourself. Don’t be 
afraid he will steal your customers and 
open up his own agency. Treat him 
right and compensate him adequately 
and he will not leave.” 
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Slowing down from their busy con- 
vention chores long enough to pose are 
Philip Baldwin, general manager of 
NAMIA, and William Stringfellow, as- 
sistant general manager (left). 





Burdened by some heavy trophies 
are George Blanchard, Hampton, Va., 
president of the Virginia-D.C. associ- 
ation, (left) and Charles Scott, Ellicott 
City, Md., president of the Tri-State 
association. Their respective associ- 
ations won the trophies for having the 
most entries in NAMIA’s fire and ac- 
cident prevention contest. 





These panelists composed a forum which discussed hazard surveys at the 
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NAMIA convention in Chicago. From left to right are: Robert W. Putnam, Ro- 
anoke, Va., a director of the association; Benjamin G. Sager, Cleveland, a past 
president; Henry K. Duke, insurance consultant of Cumberland, Md.; and Henry 
D. Bean, Haddonfield, N.J., lst vice-president, who introduced the panelists. 





MIDDLESEX MUTUAL 


FIRE INSURANCE COMPANY 
131 YEARS AN AGENCY MUTUAL 


As of December 31, 1956 


Assets $10,978,982.20 
Total Liabilities $4,933,118.75 
Surplus $6,045,863.45 
Licensed in 


MAINE, NEW HAMPSHIRE, VERMONT, MASSACHUSETTS, 
RHODE ISLAND, CONNECTICUT, NEW YORK, PENNSYLVANIA, 
OHIO, NORTH CAROLINA, SOUTH CAROLINA, GEORGIA, 
FLORIDA, MISSISSIPPI, LOUISIANA, TEXAS, NEW JERSEY 


CONCORD, MASS. 
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114 years of progress 


with the HOLYOKE 


IN 1843 
When Salem, Massachusetts was an active seaport, 
when home-lighting was often by whale-oil lamps, 
when fire-fighting was a bucket-line from the well... 
a group of far-sighted men founded the Holyoke 
to provide insurance protection for 
the homes and businesses of the community. 


IN 1957 


After 114 years of growth and expansion, the Holyoke, 
through independent agents, continues to serve 
America with newer and better coverages for today’s needs... 

and they’ve never missed a dividend! 
You can count on the Holyoke! 
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Big Turnout Defies Flu 
At NAMIA Chicago Meeting 


(CONTINUED FROM PAGE 39) 
tions with each classification divided 
into categories. Blue ribbon awards 
will be presented to the three top win- 
ners of each category and a meritorious 
plaque will be awarded to winners of 
each of the seven classifications. 

In a series of resolutions presented 
by W. Frank Wood, Cleveland, Miss., 
and passed by the general membership, 
H. A. Kern, retiring vice-president of 
Central Mutual and charter member 
of NAMIA, Ira Keiter, Albany, chair- 
man of the membership campaign, and 
the late Dean Laurence J. Ackerman 
of the University of Connecticut school 
of business administration and his staff 
which aided the mutual agents school, 
were praised for their contributions to 
the association. 

Winners of the fire and accident pre- 
vention contest were recognized Wed- 
nesday morning. Two trophies awarded 
by the Asher-Batzer agency of Atlantic 
City, for the association having the 
most entries in the fire prevention 
phase and for the accident contest, 
were presented to the Tri-State (Penn- 
sylvania, Maryland and Delaware) as- 
sociation and to the Virginia-D. C. as- 
sociation respectively. Accepting for 
the Tri-State association was Charles 
Scott, Ellicott City, Md., and for the 
Virginia-D. C. group, George Blanch- 
ard of Hampton, both presidents of 
their respective organizations. Morris 
Batzer made the presentations. Culpep- 
per (Va.) Junior Chamber of Com- 
merce won first place in the safety cat- 
egory for non-profit groups, and the fire 
prevention plaque was won by the fire 
prevention bureau of the Bristol, Va., 
fire department in the non-profit 
groups. The Raymond Denomme agen- 
cy of Danielson, Conn., won first place 
in the safety category for individuals. 
Five certificates of merit were awarded 
to other entries. 

Following this section of the morn- 
ing meeting, William H. Gove, vice- 
president of the EMC Recordings Corp. 
of St. Paul, gave an entertaining and 
motivating talk on salesmanship. In- 
stead of stressing selling or serving, 
Mr. Gove offered the concept of “I’ll 
Swap Ya!” as the proper relationship 
between agent and prospect. This 
would result in the agent listening to 
the prospect and vice versa, thereby 
generating a favorable sales climate, 
he said. 

The last business session scheduled 
was a conference on fire safety and 
accident prevention Wednesday after- 
noon. Participants were Thomas J. An- 
dress, safety director of Harleysville 
Mutual, and Dale F. Auck, Chicago, 
member of National Fire Prevention 
Assn. 

The association has set next year’s 
annual meeting for Oct. 19-22 at Com- 
modore hotel in New York City, with 
the midyear scheduled for Kentucky 
hotel, Louisville, May 12-14. 
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Only Private Insurance 
Will Work, Panel Agrees 


(CONTINUED FROM PAGE 39) 
the service the public wants, he ob- 
viously is here to stay. 

What is the local agent’s problem as 
to coercion? 

Mr. Murray: The lending agency 
which coerces insurance coverage does 
so to place the insurance to its advan- 
tage rather than “‘to the man who pays 
the premiums.” Lending agencies and 
prospective policyholders must be edu- 
cated to the services which the inde- 
pendent agent offers. 

Mr. Myers: Insurance buyers do not 
encounter much coercion in relation to 
placement of their own insurance. New 





This father and son combination 
figured prominently in the planning 
and running of the NAMIA conven- 
tion. Left is John B. Read, Chicago, 
president of the Illinois association and 
convention chairman, and the big fel- 
low alongside is son John. 


package policies may result in a les- 
sening of coercion as lending compa- 
nies begin to realize that they are 
not competent to handle crime and li- 
ability portions of dwelling coverage 
and that they may be held accountable 
for any shortcomings in the coverage 
they furnish. 


What are the advantages or disad- 
vantages of state regulation as dis- 
tinguished from federal regulation? 

Mr. Navarre: Congress put the pub- 
lic interest as the paramount considera- 
tion to determine who should regulate 
insurance. With the passage of the Mc- 
Carran act Congress decided that state 
regulation was in the public interest. 
State regulation is not perfect but in 
government it is more mecessary to 
look for “patterns of performance” 
rather than for perfection. Under this 
test state regulation seems to be the 
best way. 

Sen. Burt: The advantage of federal 
regulation would be uniformity in su- 
pervision. However, this would be at 
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the expense of originality and experi- 
mentation and would result in impos- 
ing another regimentation upon our 
citizens. 

Mr. Myers: State regulation does not 
present too many practical difficulties. 
There are things like countersignature 
laws which produce delays. The buyer 
probably prefers state regulation, even 
if inconvenient. 

Mr. Murray: There is regulation, 
regimentation and strangulation and 
we have seen some evidence of stran- 
gulation in state insurance regulation 
in such matters as countersignatures. 
States would do well to regulate the 
financial solvency of companies and 
stop strangling them. 

Mr. Taylor: The most glaring flaw 
in state regulations is its lack of uni- 
formity on small matters, especially 
licensing and filing procedures. Nation- 
al Assn. of Insurance Commissioners 
has developed many recommendations 
for uniform laws in the past; however, 
the insurance industry has left the 
commissioners with the responsibility 
of getting such recommendations en- 
acted. If the insurance industry wants 
uniformity, it should seek it legisla- 
tively, rather than standing by while 
the commissioners do all the work. 

J - _ 

What is the importance of insur- 
ance in the preservation of the Amer- 
ican private enterprise system? 

Mr. Myers: The private insurance 
company can do the job that needs to 
be done better than any governmental 
progam could. There are some areas, 
however, where private insurance 
seems to be encountering difficulties— 
in flood coverage and, to some degree, 
atomic coverage. Private insurance 
should be the primary means of cover- 
age, with the government standing by 
to lend a hand where private insur- 
ance cannot provide the coverage 
needed. 

Sen. Burt: Without private insur- 
ance, a number of industries would 
probably be nationalized. Investors 
would hesitate to risk large amounts 
of capital if insurance were not avail- 
able to cover disasters. 

Mr. Navarre: The growth of this na- 
tion would have been retarded greatly 
if insurance had not been available. It 
makes secure the constant use of risk 
capital, which is the basic factor in 
the success and growth of the Ameri- 
can free enterprise system. 

Mr. Smith: A comment on the social 
security system here is that the cost of 
living always will outstrip any sound- 
ly-financed government pension pro- 
gram. “Twenty years ago we started 
a social security system with the beau- 
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tiful idea that $80 a month at age 65 
would be a wonderful plan. . .What 
has happened in 20 years? Govern- 
mental expenditures under this wel- 
fare state theory have reached unbe- 
lievable heights. By the time our 
searcher for social security reaches his 
millenium, the day when he can quit 
work and just collect his pension, he 
finds that the spiral has kept ahead 
of him and that at the end of his 
journey, his cost of living has increased 
more than the amount of the pension 
promised at the beginning.” Private 
enterprise—with individual providing 
himself with as much as he can in 
security—is the only social security 
program that works. 


Do people generally realize that the 
excessive verdicts by juries in liability 
cases increase general living costs? 

Mr. Murray: People do not. Juries 
think that they are taking money only 
from the insurance companies. Perhaps 
an approach should be made on the 
moral standpoint: Isn’t it wrong to 
steal? It is the most serious problem 
facing the insurance industry today. 

Mr. Myers: Will the day ever come 
when general liability awards will be 
treated somewhat as they are under 
workmen’s compensation? Can limits 
on damages be legislated as they have 
been in some states under wrongful 
death statutes? “The insurance com- 
pany is just like a big slot machine and 
the more you get out of it the more 
you put in.” Excessive verdicts must 
be paid for out of insurance premiums, 
so everybody pays for excessive ver- 
dicts. 

Sen. Burt: Many people may not 
realize the tremendous volume of in- 
surance legislation. In the last session 
of the Illinois legislature, about 10% 
of all the bills introduced were con- 
nected with insurance in one way or 
another. Many of these are of funda- 
mental importance, such as the pro- 
gram which is advanced in each legis- 
lative session in Illinois and in many 
other states by National Assn. of Com- 
pensation Claimants Attorneys which, 
if passed, would enable these claims 
attorneys to sue insurance companies 
directly, thereby tacitly informing the 
juries that the defendant has an in- 
surance company which will foot the 
bill. 

Mr. Taylor: The excessive verdict 
problem is largely one of improving 
public information, and the agents rep- 
resent the best vehicle to tell this story 
to the public. Let the public know that 
every time they see an accident or 
glass on the street, that somebody has 
spent their insurance dollar. 
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The gentlemen 
seated here repre- 
sented Quincy Mu- 
tual Fire at the 
NAMIA conven- 
tion in Chicago. 
From left to right 
are: Harvey Mac- 
Arthur, president; 
Hubert O’Donnell, 
state agent for 
North Carolina, 
and A. L. Me- 
Donald, agent at 
Atianta. 
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INSURANCE ACCOUNTANT 


With experience necessary to set up and maintain all accounting rec- 
ords for new casualty company being organized by large industrial 
firm in Houston, Texas. Excellent growth opportunity. Salary open. 
Write full experience particulars. Replies confidential. Box X-37, c/o 
The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











ATTENTION—SPECIAL AGENTS 
Two Illinois Territories Open For 
Experienced Multiple-Line Field Men 
A well-financed agency stock company, re- 
cently entered in Illinois, needs two expe- 
rienced multiple-line special agents who 
know central and northern Illinois territory 
(except Cook County). All general insur- 
ance lines are written by this company 

except A and H and Bonds. 

These are particularly attractive opportun- 
ities for the aggressive special agent who 
can produce first-class business. Salary 
open. Car furnished plus generous group 
insurance and retirement benefits. 

If interested, reply c/o Box X-23, National 
Underwriter Company, 175 West Jackson 
Boulevard, Chicago 4, Illinois. 


AVAILABLE 


9/2 yrs. experience. Company, Agency 
Prod. & General Agency Management. 
Age 30—Some experience surplus lines, 
fronting contracts and reinsurance treaties. 
Mo-Kans-Okla-Texas or Colo. Presently 
manager med-size General Agency. Ad- 
dress Box X-35, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 











OHIO FIELDMAN 

Multiple line company has opportunity for man 
experienced in handling fire, marine, package and 
home owners business. Territory-central and 
northern Ohio; Expansion program contemplates 
establishing new agencies as well as servicing 
present plant. Replies detailing qualifications are 
confidential. Address Box X-29, c/o The National 
be gl Co., 175 W. Jackson Blvd., Chicago 
. nois. 








MANAGER 
DIRECT SELLING EXPERIENCE 


Strong West Coast Multiple Line Co. enter- 
ing the direct selling of personal lines is 
desirous of contacting a man with direct 
selling experience to head up new depart- 
ment. Must have proven performance in this 
field. Excellent managerial position with 
tremendous potential for right person. In- 
terviews confidential and will be conducted 
at our expense. Write full personal and 
business history to Box X-32, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





Cc. P. C. U. 

desires position with a challenge in underwriting 
or administration. Family man in middle 30's. 
Successful background as home office depart- 
ment manager in auto underwriting and claims. 
Internal committee assignments in other areas. 
Active in church and community affairs. Write 
Box X-30, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











FIELD MEN 
MISSOURI AND OHIO 
desired by medium size, aggressive stock com- 
pany. Man to manage service office at Kansas 
City . . . man to travel Northeastern Ohio. 
Multiple line experience preferred. Salaries 
commensurate with ability and background. 
Write Box X-33, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 


‘29 Crash Put New 
NAMIA President In 


Insurance Business 


The big crash in ’29 put Claude P. 
Coates of Ft. Worth, new president of 
National Assn. of 
Mutual Agents, in 
the insurance busi- 
ness. 

Mr. Coates, orig- 
inally from Coates 
Bend, Ala., was a 
newsboy pitching 
papers to front 
porches before 
starting work in 
1916 with a mort- 
gage loan compa- 
ny. “I might men- 
tion that we didn’t 
coerce,” he says of the place that pro- 
vided his bread and butter then. Save 
for an interruption by World War I 
when he marched with the quartermas- 
ter corps, he was there until 1929 when 
most of the mortgage and banking in- 
stitutions floundered. ‘That forced me 
into insurance and I have been in in- 
surance ever since.” 

The new NAMIA president has been 
a member of the association for 15 
years, serving most recently as lst 
vice-president and a director as the 
steppingstone to the top office. He was 
one of the founders of the Texas asso- 
ciation in 1943 and was the third pres- 
ident of that organization. He has also 
headed his iocal association. 

Besides handling his own agency, Mr. 
Coates operates two apartment houses 
in Ft. Worth. 


NAMIA To Sponsor 
Public Relations Contest 


A public relations competition cover- 
ing institutional or public service ac- 
tivities by mutual agents was disclosed 
at National Assn. of Mutual Insurance 
Agents annual meeting in Chicago. 

The competition will be divided into 
seven classifications with each classi- 
fication being further separated into 
categories. Blue ribbon awards will be 
made for the three top winners in each 
category, and a meritorious plaque will 
be awarded to the winners of each of 
the seven classifications. The agent 
with the best over-all public relations 
program will be awarded a trophy for 
distinguished service in the public in- 
terest. 

Judging will be made on the basis 
of the following classifications: 

Community relations: Non-profit or- 
ganizations, charitable institutions, 
community organizations, service or 
fraternal organizations, and education 
groups. 

Publicity: Publicity in local and na- 
tional newspapers, radio public service 





Claude P. Coates 











FOR SALE 
$100,000 volume agency for sale in Pueblo, 


Colorado, priced for quick sale. Contact 
P. O. Box 979, Colorado Springs, Colorado. 








AVAILABLE 


Casualty Manager desires change. Now in N. J. 
Prefer N. J. or Penna. But willing to relocate 
anywhere. a general agency replies given 
first consideration. Write Box X-34, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, lil. 


ACCOUNT EXECUTIVE AVAILABLE 


Age 37, married. Strong casualty background. 

Excellent production record. Desires agency con- 

nection or partnership basis. Midwest area. pre- 

ferred. Write Box X-39, c/o The National Under- 

| sae! Co., 175 W. Jackson Blvd., Chicago 4, 
inois. 














MICHIGAN FIELDMAN 


Expansion program of multiple line company cou- 
pled with a retirement provides this challenging 
opportunity for qualified fieldman. Must have 
practicing knowledge of fire, marine, comprehen- 
sive dwelling-home owners forms and be willing 
to work. Write fully. All replies strictly confiden- 
tial. Write Box X-28, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











AVAILABLE 
TO GENERAL AGENCIES 


in Wisconsin a non-assessable deviating Mutual 
Fire Company. Excellent commissions. Rated A-+- 
by Best's. Write Box X-36, c/o The National 
a Co., 175 W. Jackson Blvd., Chicago 
, Minois. . 





REGIONAL MANAGER 


For Northwestern Ohio territory operating 
from Cleveland home office. Excellent op- 
portunity for experienced multiple line field 
man. Age under 40. Excellent salary and 
benefits for qualified man. In reply give 
personal and job qualifications. Address 
Box X-38, c/o The National Underwriter 





Co., 175 W. Jackson-Blvd., Chicago , Ill. | 
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Andress Cites Four 
Reasons Why Agents 
Should Promote Safety 


Four reasons why the agent should 
take more than a passive interest in 
safety were given by Thomas J. An- 
dress, safety director of Harleysville 
Mutual, at a conference on safety and 
fire prevention at the NAMIA conven- 
tion in Chicago last week. 

By practicing safety, the agent can 
save his life, his drivers license, his 
job and his money, Mr. Andress said, 
Loss of drivers license is a severe pen- 
alty for an agent who must depend on 
his car and this may result in his losing 
his job. 

Mr. Andress pointed out a few self- 
ish business reasons which would in- 
duce the agent to practice and promote 
safety. He said the agent could build 
up prestige and a reputation, good pub- 
lic relations and dollar income if he 
will use magazines, newspapers and 
every available means to put the safety 
message before the public. 


The most prominent causes of fires 
in 1956 were emunerated by Dale F. 
Auck, Federation of Mutual Insurance 
Companies of Chicago. 

“If I were an agent, I would co- 
operate with my fire department and 
civic officials,’ he suggested as a 
means of putting the mutual agent in 
the forefront in fire prevention. 

He advised his listeners to get a copy 
of the rating classification to find out 
how their communities were rated and 
what they were penalized for. They 
can then work to reduce and eliminate 
hazards responsible for penalties, 
thereby obtaining a better fire classi- 
fication for their communities. In 
doing so, he said, they will be able to 
boast to their neighbors: “Look what 
mutual agents have done for you! 





programs, television programs, and 
magazine articles. 

Institutional advertising: Best single 
advertisement, best series of advertise- 
ments, and best merchandizing of these 
advertisements. 

Printed material in the public inter- 
est: Best single printed piece, best se- 
ries of printed pieces, best single let- 
ter, best series of letters, and best 
printed material directed to policy- 
holders. 

Speeches: Speeches about insurance, 
and other related topics. 

Special events: Events pertaining di- 
rectly to the agency operation, such as 
open house, commemoration of new of- 
fices, anniversary celebrations, and the 
alert youth award to honor the nation’s 
heroic youth. 

Displays: Displays at home shows, 
fairs and conventions, window displays 
either in the agency office or else- 
where, billboards dedicated to items in 
the public interest, and participation 
in local parades—floats or displays. 

Any NAMIA member is eligible te 
enter. Entrants are encouraged to sub- 
mit material for all classifications and 
should include with their entries a 
written explanation of their over-all 
public relations program, indicating 
how the material they submit was used 
and some indication of its success. 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Bond Underwriter 

Supervisor $12,000-- 








610 So. Broadway Los Angeles 14 
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[RIC Rating Philosophy Described To NAIC 


(CONTINUED FROM PAGE 8) 


supplied to bureaus several months in 
advance of the time when complete 
statistics would normally be available. 
These figures, while not final, would 
show aggregate premiums and losses 
by state, although not by class, and 
they would necessarily involve cer- 
tain approximations. However, they 
would produce an approximate 
earned-incurred loss ratio for 1956 
and would reveal a much earlier than 
usual indication of the loss trend dur- 
ing that year. 

It was not intended that these 1956 
preliminary results be used to sup- 
plant (or be combined with) any por- 
tion of the normal five-year experi- 
ence period on which rate level ad- 
justments are customarily based, but 
rather were to “be viewed as addition- 
al data providing an indication of the 
loss experience trend and as a relia- 
ble and more current indication of 
present and prospective experience.” 

These measures constituted but a 
first step toward giving due considera- 
tion to prospective loss experience and 
prospective expenses. Since the March 
1 meeting, committees of the confer- 
ence have continued their studies of 
this important matter, and have under 
active consideration several ways, 
which have been suggested by com- 
mittee members, companies and rat- 
ing bureaus, of giving “due considera- 
tion” and proper weight to these 
prospective elements. The revision of 
the basic principles for rate level ad- 
justment, already referred to as being 
in progress, will embrace specific meas- 
sures for dealing with this all-impor- 
tant phase of rate-making. 

When rating bureaus present filings 
which properly and fairly reflect these 
prospective elements, it is hoped the 
states will act favorably upon them. 

The change of term multiples will 
provide little increase of premium in- 
come for the next two or three years, 
and its full effect of approximate- 
ly 64% will not be felt until at least 
five years have elapsed. 

IRIC is also engaged in developing 
an actuarial adjustment of the charge 
made under the installment premium 
payment plan for deferred payment 
of premiums and expects to be in a 
position to advise with the rating or- 
ganizations nationwide on this sub- 
ject. 

A limitation of policy term to three 
years has been adopted by the Wash- 
ington Surveying & Rating Bureau. 
This action was made possible by 


Commissioner Sullivan’s assurance 
that deviations therefrom would be 
resisted. IRIC has approved the prin- 
ciple of limiting the policy term to 
three years in every jurisdiction where 
similar assurances are extended by in- 
surance departments. The conference 
has instructed its term rule committee 
to determine, by appropriate investi- 
gation, in what jurisdictions such limi- 
tation can be successfully maintained. 
In every jurisdiction in which we are 
satisfied that deviations will not be 
made or, if made, will be successfully 
resisted, the conference will prompt- 
ly recommend that the rating bureau 
make a filing limiting the policy term 
to three years. 

As a matter of broad policy the con- 
ference is making every effort to 
achieve reasonable consistency among 
rating organizations nationwide in the 
use of fire and extended coverage pre- 
mium, loss and expense figures in the 
adjustment of rate levels. In doing so, 
this conference is opposed to emer- 
gency rate increases of an arbitrary 
nature as well as rate level adjust- 
ments which are made without re- 
gard to the merits of the several clas- 
sifications involved. 

IRIC holds the conviction that es- 
tablishment of fire insurance rates de- 
signed to produce a proper premium 
income for a future period cannot ap- 
propriately be looked upon as a purely 
arithmetical calculation or procedure 
based solely upon the premium and 
loss statistics of the past. Much of the 
present difficulty has arisen from the 
practice of considering past underwrit- 
ing experience as the sole guide to 
the propriety of rate levels as well as 
current losses, an equally important 
and indispensable element in estab- 
lishing suitable rate levels for the fu- 
ture consists of the exercise of sound, 
informed judgment in the interpreta- 
tion of these statistics. 

It is recognized that the fire busi- 
ness differs materially from other 
branches of insurance because of the 
widespread practice of writing term 
insurance, a potentially low average 
loss frequency, and a potentially high 
average loss exposure. 

The rating principles outlined on 
behalf of the conference are heartily 
supported by the entire membership. 
The member companies unanimously 
agree upon the necessity of obtaining 
prompt rate level adjustments— 
whether increases or decreases—where 
the need is evidenced by past and 
prospective experience. 
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Nation-Wide Multiple Line Plus 
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Stop And Look Ahead, 
Beebe Suggests To WUA 


(CONTINUED FROM PAGE 2) 
not too clear an idea of just what is 
in front of us.” 

No company has really prospered in 
the last few years, he remarked. A 
considerable amount of dust has been 
kicked up, but as it settles “we see a 
somewhat gory spectacle behind us— 
around us—and I fear ahead of us.” 
The business must go forward, he said, 
but in the process it could try to gain 
a little clearer idea of what is in the 
offing. ’ 

“J can think of no greater service 
we can render our companies today,” 
Mr. Beebe declared, “than to make a 
serious effort to consolidate the gains 
we have made, to try to correct the 
mistakes we have committed, to spend 
more time in working for the common 
good and less time in furthering our 
own interests individually. This may 
require a new concept of responsibil- 
ity, some sacrifice of our own position 
for the benefit of all, and considerably 
more trust and understanding in and 
for each other. I know of no other 
road to follow if we are to regain our 
proper place in our business.” 

WUA members can look to the as- 
sociation for a measure of guidance 
and a common meeting ground, he said, 
but no more than that. “Our answer 
cannot lie in the rules which formerly 
guided our destinies. Those days are 
gone beyond recall and I, for one, 
shed no tears at their passing. Our 
salvation can only be found by en- 
larging and strengthening the personal 
bonds between the members of this 
association.” 





Minneapolis Adjuster Expands 

Rodman M. Brown, Minneapolis in- 
dependent adjuster of fire and allied 
claims has expanded his service to 
include casualty claims, with Clifford 
G. Nelson handling those claims and 
defense. He was formerly an adjuster 
for American Auto. 


HeNATIONAL UNDERWRITER 


Deaths 


(CONTINUED FROM PAGE 21) 
ment at the Schroeder Hotel of a heart 
ailment. The son of the late Christian 
Schroeder, pioneer Milwaukee agent 
who founded Chris. Schroeder & Son, 
Edward Schroeder was a brother of 
Walter Schroeder who heads Chris. 
Schroeder & Son and the Schroeder 
chain of seven hotels throughout Wis- 
consin. 


V. DAVIS, 76, retired general ad- 
juster for General Adjustment Bureau, 
died at his Fort Worth home following 
a heart attack. He entered insurance 
in 1901, became manager at Brown- 
wood, Tex., for Southwestern Adjust- 
ment Co. in 1922, and joined Texas Ad- 
justment Co. in 1925. In 1931, when 
General Adjustment Bureau absorbed 
Texas Adjustment, Mr. Davis became 
manager and general adjuster at Fort 
Worth where he served until his re- 
tirement in 1949. 


BARTON S. EDSALL, chief eleva- 
tor engineer of Aetna Fire group for 
the past 16 years, died after a brief 
illness. 


HENRY F. ZIMMER, 77, president of 
the Menomonee Town Mutual of 
Menomonee Falls, Wis., died. 


FRANCIS E. LINTILHAC, 49, exec- 


utive vice-president and a director of 


Cc. V. Starr & Co., died of a heart at- 
tack. He also was chairman of Ameri- 
can International Assurance of Hong- 
kong. 


THOMAS D. DUNHAM, 74, who re- 
tired in 1947 as vice-president of Pro- 
tection Mutual of Chicago, one of the 
Factory Mutuals, died at his summer 
home at Lake Lure, N. C. 


GLEN A. RANSOM, 56, retired pres- 
ident of the Ransom & Associates 
agency of Los Angeles, died. 


CHARLES M. HAYES, 80, president 
of Chicago Motor Club since 1914, died. 
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Sees Combined Dwelling 
Packages Early Next Year 


(CONTINUED FROM PAGE 1) 


Lange said that its constitution calls 
for its activities to embrace multiple 
line policies combining two or more 
lines traditionally considered fire, ma- 
rine or casualty. It is not intended to 
have any jurisdiction over simple com- 
binations of two or more existing 
forms, such as a comprehensive per- 
sonal liability endorsement to a fire 
policy. Presently it has assumed juris- 
diction over homeowners, comprehen- 
sive dwelling, manufacturers output, 
industrial property, commercial prop- 
erty and special office policies. Of its 
three important working committees, 
the dwelling committee has made 
much progress toward its objective of 


Mrs. C. E. Chee- 
ver, wife of the re- 
tiring president of 
National Assn. of 
Insurers and head 
of United Services 
Auto, Mrs. W. E. 
Howard, wife of 
the head of Ken- 
tucky Farm Bu- 
reau Mutual and 
new NAII presi- 
dent, and Mrs. Leo 
Goodwin, wife of 
the president of 
Government 
Employees. 
Mr. Goodwin is al- 
so a past president 
of NAII. 


Boost Fire, Extended 
Coverage Rates In Wash 


Rates on fire have gone up an av- 
erage of 13% and extended coverage 
on dwellings 25% throughout Wash- 
ington. 

Washington Survey & Rating Bu- 
reau has reported the increase in fire 
rates ranged from 10 to 29% with the 
average at 13%. The 25% increase 
in extended coverage will boost rates 
from 4 to 5 cents per $100. R. A. 
Peterson, associate manager of the 
rating bureau, said rates had to be 
raised because “inflation has caused 
the dollar amount of losses to go up 
with corresponding higher insurance 
adjustments.” 

Oregon Insurance Rating Bureau 
has advised that there are no present 
plans for increasing fire and extended 
coverage rates in that state. 





Cincinnati Offers New Stock 


Cincinnati Ins. Co. is offering its 
stockholders 5,500 shares at $45 a 
share, $20 of which will be applied to 
capital, and $25 to surplus. Each 
stockholder may buy one share for 
each three shares held. Pre-emptive 
rights expire Nov. 14. 
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YOUR SECURITY IS OUR RESPONSIBILITY TOO! 


Close personal attention to Agents’ requirements has long been our policy. 
We realize how much our Agents mean to us. For over 100 years Northern 
Assurance has been an Agency Company—first, last and always! 


The NORTHERN ASSURANCE hos provided 
- geliable insurance protection for over 120 yeors. 


CURR E RE MARINE > REPORTING FORM + FLOATER CONTRACTS 





FIRE AND ALLIED LINES * AUTOMOBILE * INLAND 





NEW YORK CHICAGO SAN FRANCISCO 
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a single set of dwelling package pol- 
icies, while the mercantile risk and 
industrial risk committees have a}- 
ready held meetings and commenced 
research. 

Mr. Lange cited as a type of de- 
viation which MPIC hopes to prevent 
the extension of the present three year 
term to five years. He and other MPIC 
leaders are convinced that it would be 
against public interest to permit rates 
to be frozen for more than three years 
—some underwriters feel that pres- 
ent conditions, plus the newness of 
package contracts, make even three 
year rates risky. An important prob. 
lem before MPIC is the attitude of 
lending institutions toward dwelling 
packages. Some institutions have re. 
fused to accept them and others have 
insisted upon underlying fire policies 
for their files. 








At National Assn. of Independent In- 
surers in Chicago: A. J. Helmick of 
Chicago, new manager of the reinsur- 
ance department of Stuyvesant, and 
M. G. Olson, executive vice-president 
of Stuyvesant at the executive offices 
in Allentown, Pa. 





Miss Bettye Osborn of the headquar- 
ters staff of National Assn. of Inde- 
pendent Insurers, and W. E. Howard 
of Kentucky Farm Bureau Mutual, new 
NAII president, at the NAII convention 
in Chicago. 
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ALCOA’S WONDERFUL WORLD OF TOMORROW: 


takes INA insurance today 








EXTRA VALUE MAKES THE DIFFERENCE Alcoa’s aluminum summer Home of Tomorrow will turn to the sun or breeze 


Seventy years ago aluminum came to market as a teakettle. It has 
since found employment in thousands of products. Now Alcoa pre- 
dicts a brighter future for the versatile metal. The home will see more 
of it—in wall coverings, furniture, an aluminum summer home that 
faces round to the sun, a shimmering gown cut from aluminum cloth 
as silky as a cocoon... 


The pioneer of aluminum relies on the pioneer of insurance. 
Through Alcoa’s broker INA provides blanket liability policies written 
especially to-fit Alcoa’s needs with excess coverages on many operations. 


Alcoa gets ‘extra value’ in its insurance through INA’s experience, | 
flexible underwriting, vast resources and service in depth. Can you 
give your accounts all this? You can if you represent INA. Talk it 


over with our Service Office people. 


Insurance Company of North America * Indemnity Insurance Company of 
North America * Philadelphia Fire and Marine Insurance Company °* Life 
Insurance Company of North America * Philadelphia 


See the complete story on Alcoa in the October issue of North America Fieldman 


INSURANCE BY NORTH AMERICA 























| Rid C a . How Mutual’s Bob Brown helps 








195 7 first year salesmen “‘get a leg up on” 





more new premium income. 


Bob Brown gets the new men into the field for their real selling test. He 
makes the rounds with these fledgling reps to get them in the swing of 
good, profitable selling practices early in the game. 


Bob’s advice to new reps: sell yourself first. 
Secondly, get the right training. A thorough grounding in modern Sell- 
ing and service methods is your best career insurance for the future. 


Don’t sell your future short. Find out about the Mutual of Omaha New 
Man and Unit Manager’s Schools in your locality. Call your nearest 
Mutual office for details... or write Mutual of Omaha, Omaha, 
Nebraska, Dept. NU-1057 


Mutual of Omaha 


V. J. SKUTT, PRESIDENT 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
HOME OFFICE: OMAHA e¢ CANADIAN HEAD OFFICE: TORONTO 








‘Before leaving Mutual of 
Omaha's National Training 
School, | have to write these few 
words to you, to tell you how 
much | appreciate the week | 
spent here in Pittsburgh. | con- 
sider it the best experience of 
my life; it is absolutely priceless 
to me.'' —-CLAUDE ROTHE, 
recent Mutual of Omaha Train- 
ing School graduate. 











